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ia “Red Goose’ line is widely known for the number of 
America’s best sellers it introduces each season, and the many 
new features that keep it consistently “out in front’. 


An unwavering adherence to a rigid standard of ALL- 
LEATHER construction through high markets and low, through 
good years and bad, has established “Red Goose’ as a by-word 


among consumers throughout our nation. 


“Red Goose” quality is —— CONSTANT. 
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VOICE of the TRADE 


THE First National Bank of Bos- 
ton says in its recent market letter: 

“Advances of from 5 to 25 cents 
a pair apparently have met with 
little resistance from buyers, for 
consumer demand is reported ahead 
of last year, and retail stocks are 
said to be conservative. 





“New bookings of leather have 
been light and spotty. Prices, 
nevertheless, have been well main- 
tained. 

“The mid-season mark-up in 
manufacturers’ prices of Spring 
shoes is welcomed by tanners for 
it partially corrects the maladjust- 
ment between shoe prices and 
leather values.” 

* * * 


*°TEXAS is probably one of the 
fastest states in the Union when it 
comes to fashions in women’s shoes. 
Ii is so fast that it is only about 
ten minutes behind the Hollywood 
styles.” So says W. A. Stewart, 
'exas salesman for the Paramount 
Shoe Manufacturing Co. when talk- 
ing over the results of his current 
fashion survey in Hollywood, Los 
Angeles and Palm Springs. Con- 
tinuing he states: This new Earth 
shade is clicking down in Texas, 


just the same as it is here in Los 
Angeles. Nearly all the high colors 
are very good, especially in the 
multi-colored types. There is no 
question. but what this will be a 
very big sandal year everywhere. 
Fabric shoes are selling fairly well, 
but the real big news is the way 
the leather shoes are fast gaining 
in importance.” 


*% * * 


WILL KRONENBERG of Spo- 
kane said, relative to the forthcom- 
ing convention of the Pacific North- 
west Retailers in his city: 

“As president of the Spokane 
Chapter of the Pacific Northwest 
Shoe Retailers Association, it be- 
comes my very pleasant duty to 
assume the obligations of the ninth 
annual convention of this associa- 
tion, which will be held here start- 
ing May 30th. Spokane welcomes 


this opportunity. We will show the 
merchants of the Pacific Northwest 
a beautiful country and smiling 
hospitality on their first visit to 
our city. In addition, we promise 
them a real shoe convention with 
‘all the trimmings.’ We earnestly 
as each and every retailer the coun- 
try over to mark the dates of 
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May 30, 31, June | and 2 on his 
calendar, for that will be a gala 
convention in the heart of the In- 
land Empire.” 


“ae 


SHOE retailers of Buffalo have 
consented to discontinue the ad- 
vertising of free offers such as free 
hosiery or other premiums with 
the purchase of footwear, it was 
made known by Gordon E. Smith, 
manager of the Better Business 
Bureau, who reports that the code 
of fair trade practice of the bureau 
has been amended by the mer- 
chandise advisory committee to 
taboo the use of the word “free,” 
especially when the distribution of 
one or more articles is dependent 
upon the purchase of some other 
merchandise. 

The new paragraph in the code 
of fair trade practice standards of 
the bureau, adopted by the com- 
mittee after retailers had agreed 
to the change, reads: “No article 
or service shall be advertised as 
free if the offer is dependent upon 
the purchase of any other article 
or service.” 

Heretofore the use of the word 
“free” was allowable under the 











fair trade practice code if the ad- 
vertiser clearly indicated that the 
distribution of the free merchan- 
dise was dependent upon the pur- 
chase of other goods and provided 
that the selling price of the article, 
the purchase of which was re- 
quired, was not increased to in- 
clude the cost of the free mer- 
chandise. 

Shoe retailers which have not 
been advertising free hosiery and 
other merchandise with the shoe 
purchases reported they were 
forced to adopt this selling plan 
because of competitive conditions, 
but with all stores agreeing to out- 
law the plan, there is no longer 
any excuse for continuing the 


practice. 
* * * 


oe AMES H. STONE, secretary New 
England Shoe and Leather Associa- 
tion says: 

“Prospects for 1937 are favor- 
able for a continued heavy produc- 
tion of shoes. In our trades we are 
confronted with a raw material mar- 
ket that has maintained its upward 
course for some months. Unlike 
many other industries which are 
able to effect price increases on a 
rising market more commensurate 
with the increased cost of mate- 
rials, the shoe and leather trades 
have thus far made only slight ad- 
vances in comparison with replace- 
ment values. 


“For several years profit mar- 
gins have not been sufficient and it 
would now seem proper for our 
trade to obtain prices now in keep- 
ing with the market and that will 
insure a profit. It is a fact that 
shoe prices have lagged consider- 
ably as compared with recent gains 
in many other industries. Our trade 
should now revise its prices up- 
ward on shoes to be made and sold 
during the second quarter of this 
year. The present level of the gen- 
eral purchasing power will easily 
support reasonable increases with- 
out materially affecting volume. It 
is a certainty that further increases 
will be necessary on Fall lines. The 
ideal situation would be for all to 
obtain replacement costs. It would 
be worth-while if this was the ob- 
jective of the trade.” 
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PEOPLE AND SHOES 
ah, 
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—People make business. 

—And the more there are, 
the more shoes oy made, and 
sold. 

—England is worrying about fall- 
ing birth-rate. 

—Because they know that smaller 
te sasigg means less volume of 

siness, and less national in- 
come. 

—Even in this country, where we 
have more space to stretch our- 
selves in, we hear quite a bit 
regarding falling birth-rate, 
especially with the better-class 
people. 

—London Post editor attributes 
falling birth-rate to “the prefer- 
ence for the material amenities 
of life over the sacrifice and ab- 
stinence that are inseparable 
from the upbringing of large 
families." 

—Automobiles, a greater desire to 
move about and travel, conveni- 
ently equipped steam - heated 
apartments, puppy dog pets, 
movies and all that sort of thing 
are really not conducive to the 
production of large families. 

—So, if we want to continue to 
make and sell more shoes, we've 
got to have more people. 

—What this country needs is bigger 
and better families. 

—Get busy! 


Zee 6 TE 


President 











6 ORRECTIVE shoe selling tech- 
nique has undergone a decided 
change, at least in Santa Ana,” ob- 
served Robert R. Schillings. Con- 
tinuing, this Southern California 
shoe merchant said: “The thing 
now is to sell these shoes simply 
as good-fitting footwear. Under- 
sell rather than oversell is the way 
we do it here. Just sell the shoes 
for what they are and not what we 
hope they will do under the most 
favorable circumstances. There is 
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no such thing as taking a broken 
down foot and making it over again 
to the: complete satisfaction of the 
sufferer from the angle of the aver- 
age retail shoe man. For one, I 
believe it best to duck this sort of 
business. Some people may stray 
away looking for cure-alls for their 
foot troubles, but they will come 
back to the store which did not 
make exaggerated claims.” 


* * * 


P. A. O'CONNELL, prominent 
Boston merchant and head of the 
Retail Trade Board, recently chose 
a dramatic method of hammering 
home his arguments against a two 
per cent sales tax which has been 
proposed in Massachusetts. Esti- 
mating that a family living on a 
budget of $2,000 a year would be 
forced to pay out in taxes the sum 
of $26.72, he faced the legislative 
committee with an array of neces- 


rem 
Stow "EM 


saries of life which he had pur- 
chased with that sum of money. 
“To the people on whom the tax 
will bear most heavily,” he said, “it 
is the same as saying each year: 
‘You must give up that new pair 
of necessary shoes, that new sweater, 
these cans of food, the new dishes 
you need, the new dress and all 
the other things you see here.’ That 
is what a two per cent tax on the 
purchases of these people means.” 
* * * ; 


MIONEY from the shoe industry 
goes into modern hospital equip- 
ment for the prevention and cure 
of disease. Frederick Ayer, presi- 
dent of the Beverly (Mass.) Hos- 
pital Corporation, announces that 
the United Shoe Machinery Cor- 
poration has given to that institu- 
tion a new building completely 
equipped with modern apparatus 
of the type used in X-Ray photog- 
raphy, fluroscopy, radiography and 
electrotherapy. 


* * * 





MIEN are men and women are 
wonderful, and never the twain 
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shall meet in shoe stores is re- 
vealed by these statements from 
Walker T. Dickerson in the new 
de luxe catalog out of Columbus, 
Ohio. 

For women, he says: 

“Heels of fashionable height throw 
most of the body weight onto the 
balls of the feet. The delicate meta- 
tarsal structure will not long stand 
this abuse without becoming tender, 
calloused and painful. Neverthe- 
less there are many women who 
measure the smartness of a shoe 
by the height of the heel.” 

For men: 

“Nature intended the heel of the 
foot to come into contact with the 
ground on a level with the ball of 
the foot. Then, when the body 
weight is swung forward onto the 
ball of the foot, the heel will move 
upward and the tendons which pass 
under and around the ball bone 
will tighten like a bow string, flex- 
ing the longitudinal arch upward. 
This raising and lowering of the 
heel in walking is nature’s way of 
exercising the muscle and tendons 
of the foot—to keep them strong. 
The Apterna (no heel) is the first 
truly scientific corrective shoe.” 

* * * 


ne AV ie, ‘ cp HIM FIRST 


CHARLES F. KETTERING says: 
“Evolution functions in business 
just as it does in biology. New 
standards evolve, and new human 
needs, new products, new jobs. 
What we need more than anything 
else is new ideas. We've about 
used up our old stock. The best 
introduction a young man can have 
to business is: ‘I have an idea.’” 
* * * 


MORRIS GUBERMAN, general 
manager of Meyers-Arnold, Green- 
ville, S. C., says: 

“Saying that we are in business 
to ‘act as the public’s purchasing 
agent,’ or ‘to serve the public,’ does 
not alter the fact that the one real 
reason for a store’s existence is to 
sell merchandise at a profit. This 
view is not entirely selfish, for 
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stores which do not make a profit 
are not serving their public well, 
and consistent lack of profit means 
that the public is voting against 
such a store’s existence. 

“Start your goods on the way to 
profit when marking them. A mer- 
chant marks his merchandise what 
it is worth to his customers instead 
of automatically pricing it accord- 
ing to fixed percentage above its 
cost. Check up on the way your 
goods are being marked and work 
for a better markon. 

“We are entering one of the most 
exciting, dramatic seasons in years. 
The better feeling, the upward 
trend of business is having its in- 
fluence on fashion. Spring-Sum- 
mer, 1937 fashions are younger, 
more colorful, more dramatic than 


ever.” 
* * * 


COMMENTING on the voluntary 
increase of ten per cent in wages 
put into effect by the John Pilling 
Shoe Co, of Lowell, Mass., Charles 
E. Gallagher, writing in his col- 
umn appearing daily in the Lowell 
Evening Leader, says: “Relations 
between the Pilling management 
andits employees have always been 
cordial throughout the 70 years 
of the company’s existence. Yes- 
terday’s announcement is an ex- 
cellent exemplification of how la- 
bor and capital can get along and 
both prosper when each trusts the 
other. If we could have more of 


+-— 


this spirit in our industrial life, 
there would be fewer heartaches 
and fewer economic losses on both 
sides.” 





THE Townsend plan has failed 
again. Insofar as the shoe industry 
is concerned, it’s a complete wash- 
out. View, for instance, the recent 
activities of Mrs. Carrie E. Saben 
of Greenfield, Mass., chosen to 
spend the sum of $200 within a 
month in order to give the plan a 
good thorough test. To date, but on 
a basis of somewhat incomplete re- 
turns, she has bought her husband 
neckties, shirts and underwear. She 


-has bought herself a hair wave, 


some dresses, a scarf, two or three 
scatter rugs and much food. Neither 
she nor her husband have yet in- 


vested in footwear. 
* * & 


PATENT leather jewelry is now 
the rage, for bracelets, clips and 
ornaments. The basic shell of 
metal has a panel of patent leather 
cemented thereon in colors to blend 
with accessories. The very novelty 
of this jewelry commends its use 
for the high lustre of the leather 
finish gives brilliance to the adorn- 
ment. 





my diy 


“Huh! | didn't know those shoes | sold him were so squeaky!!" 
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Claire Dodd wearing Ciel Blue crépe frock, 


an cent nt full Th 
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Bob Wallace ‘and costume from I. Magnin. 





N ew Cinema Themes Interpre- 


ted by An Observer of Coming 


Picture Fashions 
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Shoe Styles Go 


ENTERNATIONAL complications in American wearing ap- 
parel! Sounds serious, doesn’t it? It is. Everytime a motion 
picture studio official presents the public with a new picture 
starring a particularly well-liked actress, our poor fashion ex- 
perts must rack their brains designing clothes to imitate the 
star. 

Naturally, they must be less extreme. They must be some- 
thing that can be worn by all women. 

To begin with, there was Greta Garbo, with her slouch hats, 
mannish overcoats and long bob haircut. The haircut which 
nearly every girl in the country copied, whether it became her 
or not. Not infrequently this ruined an otherwise well-groomed 
appearance. 

The vogue for the Eugenie and pillbox hats was originated 
by the M-G-M studio designer Adrian for this same actress. 
Will we ever forget them or how they caught the public fancy 
and drew applause from all over the world? 

Many tried to wear eccentric chapeaux with varying de- 
grees of success. 






SALLY MARTIN 


he newest clothes will show a 
‘onounced ‘Onry Kel ie a 

cor to , famous 

cording 5 Povtiges designer 4 Kay 


Francis wears ‘a doe sheer wool 
street costume. Pastel kidskin 
pumps. 


Sinise 
Fashion Editor 
Fawcett Publications, 
Hollywood 
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Very Hollywood 


The second in line was Marlene Dietrich, she who shocked 
Paris with her trousers and tuxedo outfits, trying to go Garbo 
one better. Again all the sweet young things followed in the 
limelight of our foreign importation and decked themselves out 
in the latest attire for men. 

The Garbo and Dietrich trouser and slack wearing was 
directly responsible for the widespread “slack” or “studio” 
type of low heeled sueded leather footwear. It is past history 
to tell how this swept the country and is still one of the good 


Gloria Swanson, Metro-Goldwyn- 

Mayer, i ing the new beaded 

embroidery ich Schraps believes 
will be popular; also full skirt. 


selling shoe types. Remember this, when you read further 
along about the coming trends. 

Next came the Mae West craze. The élim, boyish figure was 
instantly dropped for the padded contour and seductive curves 
of this buxom lady. Paris succumbed, this time, and all chic 
Parisians did their best to emulate the dynamic charmer. 

“Little Women” came along and brought back the quiet, 
dignified clothes, ruffles, apron fronts and loose jackets of the 
sixties. 

Before the above transformation in dress was well estab- 
lished, M-G-M dropped “Queen Christina” in our laps. Up in 
arms we insisted upon clothes trimmed with queenly colors 
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SALLY MARTIN, well-known designer 
and couturier, is fashion editor of the Faw- 
cett Women’s Group which includes the 
six following publications: “Screen Book,” 
“Screen Play,” “Motion Picture,” “Movie 
Classic,” “Hollywood” and “Romantic 
Confessions Stories.” Miss Martin is a 
member of The Fashion Group, Inc. She 
studied fashion design in New York, Paris 
and Antwerp and has worked in England 
and the United States. For several years, 
she conducted her own dress shop under 
the name of Sally Ann. 


Claire Dodd, Warner Bros., is wearing one of the 
new flowered prints for Summer. Again the full 
skirt and the front draping. 
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and large gauntlet cuffs like those worn by the Swedish 


star. The stores were full of such costumes and the 
fickle public was momentarily satisfied. 


“Catherine the Great” was the next cyclone to upset 


our equilibrium. Many of the dresses took on long 
belted lines that ended in flares and were made in 
roughish fabrics that looked vaguely hand-loomed, with 
frogs used instead of buttons. 

All this array of period pictures, including “Mary 
of Scotland,” “Romeo and Juliet,” were the direct cause 
of the wave of built-up shoe patterns which are now 
so much in vogue. 


SO much for the past. Now watch out for the Asiatic 
influence. This will not make its weight felt for several 
months yet, but “Good Earth,” whose locale is in China; 
Columbia’s recent release, “Lost Horizon,” with scenes 
in Tibet; Warner’s “Stolen Holiday,” with the Persian 
trend, and the new Cantor show, on which shooting 
will not start for another month, will have some gor- 
geous clothes built around Arabian scenery. 

All these Asiatic locales will be reflected in shoe 
styles. Through the medium of the screen, style trends 
come and go, each leaving for a time a very definite 


mark of world fashions. Eight months ago, Orry Kelly 


predicted the Persian influence which he introduced to © 


picture audiences in the recent Kay Francis film, 
“Stolen Holiday.” 

Regarding this new inspiration the Warner Bros.’ 
designer says, “It is my belief that the Persian trend, 
so far only suggested in turbans and certain draperies, 
will be one of the most popular vogues for this Sum- 
mer. The new style is a natural outgrowth of the 
Grecian which has been so dear to the hearts of women 
the past few seasons. However, the Persian combines a 
tailored aspect with the soft draperies of the Greek. 
In some cases the skirt will be draped to simulate harem 
trousers and many dresses will be girded at the waist 
with cummerbunds in contrasting colors. 

“Analyzing the feminine silhouette for Summer, it 
is my opinion that for all dress occasions feet will be 
encased in high heeled sandals very much cut away 
over heel and toe, and the media will be in colors to 
contrast with the costume.” 

A far cry from the Persian influence are the predic- 
tions expressed by another Hollywood designer, Ernest 
Schraps, who does the costuming for the important pro- 
ductions for the Hal Roach studios. Schraps gives an 
insight into where famous designers of screen clothing 
get some of their inspirations. 

“Tt is often a question of speculation and even won- 
derment as to just what influences modern style trends. 
It would probably surprise many women to find that 
the mere frill on her gown is inspired by some burn- 
ing political, historical, dramatic or romantic ques- 
tion of the day. 





» 


BOOT AND SHOE RECORDER, March 27, 1937 





Persian trend. In “Stolen Holiday,” Kay Francis 
wears this lustrous cellophane cloth gown. The 
skirt is draped softly from the waistline in back 
to the waistline in front, s ing a smooth hip 


treatment. 


“Today it is obvious that the dominating influence 
has taken a sudden swerve from the colorful pageantry 
of England’s coronation to the startling Anglo-Ameri- 
can romance, 

“With the romance of the dark brunette beauty, 
Wallis Simpson, is coupled the fact that she has been 
widely publicized as a smartly gowned woman. Her 
choice of bright, vivid colors will dominate the new 
season. It is my belief that varying shades of red will 
be found extremely popular. 

“With the romance locale shifting to Austria, the 
Central European influence will be widely felt in 
colorful Austrian and Italian peasant embroidery, 
boleros and box-coats.” 

Now that the eyes of the world are on Austria, and 
it looks like the Duke of Kent will steal the show from 
his kingly brother, there will be considerable Austrian 


interest shown in our fashions. 


LOOK for a new wave of peasant fashions, especially 
in shoes. The coming peasant shoes will be far more 
dressier and in higher colors. They will have 20 to 24 
eighth heels. They will be made of soft, feminine 
leathers and materials and not the heavy reversed calf 
and sueded leathers formerly used. These shoes re- 
flecting the new peasant influence will be mostly of 
one color, a red, a green or a blue in vivid shades 
which will pick up one color of the bolero and accent 

[TURN TO PAGE 44, PLEASE] 
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The PARADE 


A wing collar_ motif 
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to this model Neto é 


Frater mak 
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cut-out front. 


This shoe from Netch 
Frater is featured 
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above ag slightly open 


Coronation red kid highlights 
this afternoon pump in Corona- 
tion blue antelope, with saw- 
toothed overlay in red kid to 
trim the vamp. A buckle fast- 
ened model from Greco. 


by ALICE M. APPO 
PARIS FASHION EDITOR 


of PARIS FASHIONS 


ILOUIS-PHILIPPE is setting the style pace in Paris 
today. A hundred years ago the ladies of his court 
wore wide skirts, “hoop” distended at the hip, festooned 
around with lace, flowers, feathers, and ribbons tied 
in lovers’ knots. It was an epoch of “decoration.” It 
is fittingly recalled for this Coronation year. 

In shoe language, this revival means buckles. But 
that is merely the obvious. The more subtle interpreta- 
tion concerns color and ornamentation, inspired by 
this highly decorative period. 

Different designers are working it out in different 
ways. Trimmings are being adapted from the cos- 
tumes of the time, and applied with consummate art 
to footwear. Colors copy those of precious and of 
semi-precious stones, like amethyst and topaz. Illus- 
trative combinations being used for shoes include 
pastel blue and old rose, turquoise and violet, pale 
water green and garnet. 

Trimmings definitely of the Louis-Philippe order, 
while ornate, stress delicacy. Greco’s evening sandal 


IN THE PHOTOGRAPH: 
Two models Bunting made 
navy kid trimmed with white. The open-toe, 
heel-less pump goes with an “overalls” beach 
suit, the other shoe with a navy tailleur. 


or Patou, both in 


sketched, with the “butterfly in flight” motif, is an 
instance. Roger Vivier uses three silver kid roses 
centered with clustered steel beads, to trim a silver 
kid sandal, and white hawthorn buds for one in fuchsia 
antelope. 

Suggestive also of the period are details expressing 
forward movement at the instep. These have some- 
times the effect of wing collars, revers, pigeon fan- 
tails. This movement tends to make the toe look 
smaller. 

Perugia’s new elastic leather will fit into the period 
frame as well as into any thoroughly modern scheme. 

[TURN TO PAGE 44, PLEASE] 


Romantic and Modern Themes—T he 


Two Parallel Influences 
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EYES Are Swinging to SHOES 


New Colors and Patterns for Spring Make 
Shoes and Shoe Window Displays Compelling 
Magnets for Attention of Customers. Shoe 
Showmanship Attains an Amazing Level of 
Beauty and Excellence in Chicago’s Loop 
District, while Southern Stores Utilize New 


Ideas in Decorative Treatments 


ALL window men agree that this Spring the shoe store 
windows take the prize for attention catching. The rea- 
son is two-fold. Shoes are a natural first for Spring 
and shoes are changing in types, patterns, colors and 
accessory harmonies. An early Springtime also moves 
shoes in dark colors and makes possible a natural pre- 
Easter selling season instead of a split season, as some- 
times happens when Easter comes late. The public with 
more money to spend for wearing apparel wants to be 
brought up to date, and the window is first as an 
educator in what is new. 
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Left: A backdrop of bamboo 
and artificial palms gives a 


window designed by Harry 
Eastham, display manager of 
Burdine’s, Miami. Sport 
shoes, featured in national 
advertising, were shown, and 
magazines in the foreground 
furnished the tie-up. 


Within the loop of Chicago more and better shoe 
windows can be found than perhaps in any city in 
America in the same buying area. The loop of the 
elevated has had the effect of concentrating in a small 
area the metropolitan district stores within easy walk- 
ing distance of the consumer. The window has always 
been important in Chicago since Marshall Field & Com- 
pany a generation ago startled the country with their 
extravagance in window display. They established the 
principle that the window is a stage and the articles 
displayed are the actors in the drama of merchandising. 
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Strong eye appeal, in a language men understand, 


gave unusual 


n value to the above display, 


used in one of the Wabash Avenue windows of 
Mandel Brothers, Chicago. 


Above: An original painting 
by an American artist formed 
the apex of this display by 
Wolock & Bauer, Michigan 
Avenue, Chicago. A pyramid 
of shoes, all in colors, give 
authenticity to display card 
which reads: “Salon Originals 
for Spring.” White metal dis- 
play fixtures gave an unusual 
touch to the Burdine, Miami, 
window shown at the right. 


Not only has the Marshall Field store maintained its 
leadership in window display but it has influenced a 
nation in that direction. It is said that a display fund 
was laid aside by one of the great merchant founders 
of that business to be spent in encouragement of artists 
and sculptors to work in the field of window and 
interior showmanship. Not only is Chicago famous for 
store windows, but it has more window display service 
organizations, fixture and device houses listed in the 
classified telephone directory than any city in the world, 
and the range of the work extends from price tickets to 


complete and movable window scenes—a recent de- 
velopment being miniature working models, scenes and 
settings that cost thousands of dollars to produce, and 
which are routed and rented for use by merchants the 
country over. 

So to Chicago we go to get the last word in shoe dis- 
play for Easter. Within the loop the slogan “Swing 
into Spring” has captured the imagination of window 
men and is alternated with “Swing into Shoes for Style.” 
The use of photo enlargements is general. Hollywood 
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What Price... New Leather? 


Replacement on Today’s Market Would Advance 
Shoes Fifty Cents Per Pair, At Least 


BDISCUSSIONS regarding the trend of shoe prices 
are becoming unnecessarily complicated. Reams of 
statistics are available at every source to which the 
student goes for information. The so-called “statistical 
position” of the market for hides and leather is illus- 
trated with charts, diagrams, graphs—all of which are 
largely waste because it is obvious that the rising price 
curve of all commodities and all goods made from 
those commodities is the inevitable result of a return 
to prosperity. There are other factors, of course, but 
viewing the subject broadly, that is about all there 
is to it. 

Hides and skins staged quite an advance in price 
during 1936 and the rate of advance has been accel- 
erated since the first of this year. Leather has kept 
step—sole, upper and lining stock. 

Shoes are not being sold today on a basis of re- 
placement cost. 

There is more forward buying of shoe materials 
right now than the trade has seen since the boom era 
which preceded the late and well-advertised crash of 
1929. 

Also, there is more forward buying of steel, zinc, 
lead, copper, wheat, rye, oats, silk, cotton and a few 
dozen other commodities. This thing is not confined 
to the shoe industry. It’s not even confined to the 
United States. Some of this buying undoubtedly is 
purely speculative, but much of it is very real—fab- 


ricators who think they foresee even higher prices 
want to be sure of having an adequate supply of raw 
material at today’s price levels. And it is the price 
levels of raw materials as of today which determine 
the price levels of goods made from those commodities 
for Fall and Winter selling. 

Without trying to be too exact about it (because 
hide and leather prices are subject to daily fluctua- 
tions) let’s cast up accounts and see what has hap- 
pened over a period of the last year—from March of 
1936 to March of 1937. 

During that period there has been an increase of 


‘ about ten cents a foot in the price of calf leather. Of 


this ten cents, one und one-half cents can be accounted 
for, not by higher prices for calfskins, but by in- 
creases of one-half cent each in the labor cost, cost of 
tanning material and taxes. The same is true of side 
leather. Figuring a consumption of two and one-half 
feet of leather for the uppers of a pair of men’s shoes, 
that part of the shoe alone costs twenty-five cents 
more today than it did a year ago. 

Drop down to the bottom of these shoes and what 
do we find? 

Bellies and offal, from which innersoles come, dur- 
ing the course of the year have advanced from 13 
to about 22 cents a pound; shoulders, from about 22 to 
31 or 32. And there has been a six-cent advance in 
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MEASURING STICK OF HIDE PRICES 


This chart has been maintained by Hide & Leather for a period of fifteen years. It is typical 
of the market trend. 


Chieage Packer Hides 
Comparative Prices for Week Ending March 20, 1937 
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All .Are Invited to 


Help Build 


A STYLE PROGRAM 


FOR FALL 


President L. F. Tuffly, of NSRA, Urges 
All Who Are Interested in Making or 
Selling of Shoes to Attend Conference 


THE National Shoe Retailers Association wishes to 
extend to you a cordial invitation to attend the Style 
Conference and Leather Show, which is to be held at 
The Waldorf-Astoria Hotel on April 5-6. This is a 
joint effort on the part of The Tanners Council of 
America and the National Shoe Retailers Association, 
to present American leathers for Autumn, 1937, and 
to formulate a style program for the guidance of re- 
tailers during that period. It is hoped that you will 
consider it to your advantage to accept this invitation. 

You need not be a member of the NSRA, or of any 
group, or association, to avail yourself of this oppor- 
tunity. The invitation to attend the Monday morning 
program, at which will be presented interesting speak- 
ers of note, and to participate in the discussion and 
formulation of the style report on Tuesday, is ex- 
tended alike to every retailer—large or small—every 
multiple store operator, every department store buyer, 
every wholesaler, every traveling salesman, manufac- 
turer, or anyone having any interest whatever in the 
manufacture and distribution of shoes. 

There is every good reason for you to arrange your 
affairs to be on hand. Alert retailers never overlook 
the slightest opportunity of exchanging ideas on mat- 
ters of style and information regarding their business; 
and the other retailers who expect to continue in 
business on a profitable basis, must take advantage 
of events of this character. Competition is becoming 
keener and keener, and by reason of advanced meth- 
ods of communication and transportation, your cus- 
tomers are able to keep themselves informed on fashion 
developments; and if you are to continue to do a good 
job, certainly you cannot afford to let your customers 
be better informed than you, yourself. 


The only cost to you for this conference is your 


LOUIS F. TUFFLY 


President, National Shoe Retailers Association 


time and personal expenses, and while that may be 
considerable, certainly the advantages to be gained 
will represent many times the value of whatever it 
may cost you, and prove to be a splendid investment. 

I cannot urge you too strongly to accept this in- 
vitation to meet with us. 


L. F. TUFFLY, President, 
National Shoe Retailers Association. 


STYLE CONFERENCE PROGRAM 


Court of Shoe Style Opinion to be Feature of 
Women’s Style Committee Meeting on 
Second Day of Conference 


LL. E. LANGSTON, chairman of the Arrangements 
Committee, has announced that all features for the 
Monday program (April 5) are now completed—and 
with the definite assurance of a record-breaking atten- 
dance, the committee’s chief worry now seems to be 
the problem of taking care of the crowds. 

The program for the Style Conference has been care- 
fully planned by the Arrangements Committee in order 
to bring to those in attendance discussions of current 
and timely topics by men and women nationally known 
in their respective fields. The program calls for a 
general meeting at 10:30 A.M. Monday on the Starlight 
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L. E. LANGSTON, Executive Vice-President 
N.S.R.A. and Chairman of Style Conference. 


IS style the result of deliberate planning, or does it 
merely happen? Is it developed through the conscious 
creative effort of fashion originators, or does it occur as 
a by-product of life, reflecting the interests and activi- 
ties of the men and women who make up this modern 
world? These are questions that might be argued in- 
definitely pro and con, but whatever the answers may 
be, all will agree that style plays such a tremendously 
important’ part in the merchandising of today that it 
becomes absolutely essential to determine in advance, 
so far as it is possible to determine, what the trend of 
future fashions will be. 

The semi-annual style conferences, held each season 
by the National Shoe Retailers Association, are based 
on a recognition of the importance and necessity of 
early planning in the matter of footwear fashions. 
While the immediate interest of merchants is focused 
mainly on Spring and Summer, the wise merchant and 
the far-sighted buyer are already looking ahead to Fall 
and informing themselves as to what influences will 
play a part in determining the trend of Fall styles. 
Only by so doing can they provide themselves with a 
background of information that will make it possible 
for them to buy intelligently for Fall. 

When shoe retailers, manufacturers, tanners, and rep- 
resentatives of all branches of the shoe and leather 
industries gather at the Waldorf-Astoria Hotel, in New 


York, on the morning of Monday, April 5, for their 


~ 
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HAROLD S. HART, of Jay Thorpe, Inc., New 
York, Chairman Women’s Style Committee. 


To Foreeast 


Prominent Personalities in Fields of 


Program of N.S.R.A. Style Confer- 


semi-annual two-day Style Conference under the spon- 
sorship of the N. S. R. A., they will find prepared for 
them a program that has been planned with painstaking 
care and with the-intent and purpose of shedding all 
of the light available from any and every source on the 
important subject of Fall shoe styles. 

In its general procedure, the conference will follow 
the lines of the N. S. R. A. style meeting last September, 
when the order of business that had been followed for 
many seasons was reversed and the general open meet- 
ing was held on the first day, with the men’s, women’s 
and children’s style committee meetings on Tuesday. 
That plan proved so successful and received such gen- 
eral commendation that it was readily decided to con- 
duct the coming conference in the same manner. All 
shoe retailers and all who are connected with the shoe 
industry and its allied trades are cordially invited. 

As usual, the Style Conference will be held in con- 
junction with the first showing of leathers for the com- 
ing season by members of the Tanners Council of 


‘ 
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JOHN H. DOWNEY, Hutzler Bros., Inc., Balti- 
more, Chairman Children’s Style Committee. 


Fall Fashions 


Footwear and Apparel to Appear on 
ence at the Waldorf, April 5 and 6 


America, which event will also be held at the Waldorf 
on the same dates. The Tanners Council showing will 
be an invitation affair this time, but according to an 
official announcement those who are invited to attend 
will include all shoe manufacturers, retailers and whole- 
salers, chain store representatives, manufacturers of 
handbags and other leather goods; jobbers and retail- 
ers of leather goods; others, such as stripping manufac- 
turers, who are direct users of leather; stylists, fashion 
writers and reporters for trade publications and news- 
papers. 

Aside from these two points of similarity, the coming 
style conference will be distinctive, different and origi- 
nal. New faces will appear on the platform, there will 
be new chairmen for two of the important style commit- 
tees and personalities new to this audience will be num- 
bered among the speakers on Monday’s program. 

On Tuesday, April 6, the second day of the Style 
Conference, the Men’s, Women’s and Children’s Style 
Committees will meet at 10 A.M. at the Waldorf to 


JOSEPH T. GEUTING, JR., A. H. Geuting 
Co., Phila., Chairman Men’s Committee. 


discuss Fall Styles and formulate conclusions from 


which the official N.S.R.A. Style Reports for Fall will 
be drafted. 


A novel and interesting feature of the Women’s Style 
Committee meeting will be the Court of Style Opinion, 
where “burning questions of fashion will be on trial.” 
This meeting will be held in the Jade Room at the 
Waldorf, where a Style Jury, consisting of twelve 
women, including stylists and representatives of pub- 
lications, will sit in the jury box. Harold Hart, of 
Jay Thorpe Co., is chairman of the Women’s Style 
Committee and L. E. Langston, executive vice-president 
of. the National Shoe Retailers Association, will pre- 
side during the deliberations of the jury, individual 
members of which will discuss various phases of shoe 
styles, such as materials, colors, last, pattern, etc. 

Following the discussion of each subject by a mem- 
ber of the jury, there will be an open Forum in which 
members of the audience will be asked to present their 
views. The final decision will then be up to a Court 
of Nine representative merchants. It is thought that 
this form of fashion presentation will add much to 
interest of the meeting, besides bringing out an in- 
formative discussion of all of the important points 
and issues affecting the Fall fashion picture. 

The Men’s and Children’s Style Committee meet- 
ings will also be held at 10 o’clock Tuesday morning 
at the Waldorf. 





A VERY critical situation has developed with this 
epidemic of sit-down strikes. Instead of being a play- 
ful interlude, it is beginning to border on the edge of 
lawlessness. Ask any thinking business man as to the 
paramount problem of the hour and he will answer 
you-—the labor situation. It supersedes unemployment, 
taxation, rising prices and even the Supreme Court— 
for many men are beginning to fear that the sit-down 
strike opens the door to mob violence and lawlessness. 

Having witnessed the Boston police strike and how, 
in that city of culture, mobs of hoodlums rushed 
through the streets smashing store windows and steal- 
ing goods therefrom—all within the space of a few 
hours following the withdrawal of the police from 
duty—one can but imagine what would happen if the 
sit-down strike should eventually become a pressure- 
instrument on the part of public and government em- 
ployees. ; 

Not only that, but thuggery is not limited to the 
opponents directly involved in the sit-down strikes. In 
Detroit, for example, where many shoe stores were 
affected by sit-down strikes, tough-looking guerillas in 
groups of three or more visited other merchants and 
stores and said: “You are assessed $25.00 as a con- 
tribution to the Striker’s Fund—which will be used to 
purchase food, bedding, razors, cigarettes, etc. Come 
across or else . . .” We have no information as to 
whether strong-arm methods actually were used on 
many merchants so intimidated, but most of them paid 
under pressure. 

In all fairness let us say that paid thugs and burly 
boys enlisted as detectives were used on the other side 
—as has been brought out in evidence in the Con- 
gressional inquiry. For évery action there is a re- 
action-—the consequences of resort to physical settle- 
ments instead of the proper mediation expected in a 
civilized America. 

We are just beginning to learn that shoe re- 
tailers cannot live in perpetual isolation from the 
problems that come to other stores and other 
businesses. It is all very well to sit in the corner 
and say: “It serves them right for the ‘other 
fellow’ paid ‘too little wages,” or “strikes in fac- 
tories mean eventually more money for pur- 
chasing power.” The thing is much more serious 
than that, for few if any, labor relation problems 
have ever been solved in the courts. It is going 
to take a lot of face-to-face conferences with 


~ 


1937 


BOOT AND SHOE RECORDER, March 27, 


She Edlilors Ouilfook 


The Issue of the Day—Lawlessness! 


By ARTHUR D. ANDERSON 


EDITOR, BOOT AND SHOE RECORDER 


facts and figures, reason and sense and even 
humor, to bring the labor battles of the moment 
to solution. No absentee owner can solve the 
problem from a desk a thousand miles away. It 
has got to be done “across the table.” 

Someone has recently said that strikes are “economic 
nonsense.” Yet the right to strike is a legal last resort 
to promote the betterment of labor through collective 
bargaining. But it certainly is no warrant for either 
side to inflict injury, inconvenience and _privation. 
Strikes should be immediately classified as legitimate 
or illegitimate and all the forces of law and order 
should be brought into play. In Detroit, for example, 
the sit-down strike in stores has gone so far because 
the sit-down strikers seem to sense tacit acceptance of 
their mode of protest by government. 

In the city of New York, however, prompt action 
was taken by the police, who ejected one and all effec- 
tively and immediately. It was not interpreted by the 
workers as an anti-labor policy on the part of the city 
administration. The eviction was not aimed at the 
prevention of strikes or at any limitation whatever of 
the right to strike. The city merely said: “This is an 
illegal method, involving the seizure of other people’s 
property and cannot exist here.” At the same time, 
the Mayor brought pressure to bear to have both sides 
go into immediate mediation. . 

Can it be that our moral sense has been blunted? 
There is much of the spirit of the crusader in those 
who want to advance the welfare of the worker; but 
unfortunately, in practice, their tactics become satu- 
rated with prejudice, bias and viciousness. Also, isn’t 
it about time that we used some other term than “labor” 
as though it were something alien and cankerous? If 
you manage a store or a factory, you are as much, or 
perhaps more, a worker than the men and women who 
make up your organization and they, in turn, are 
human beings who would much prefer to be loyal 
to you. 

We must not fail to include the American public as 
a third side to this sit-down controversy for that im- 
portant side of the triangle is beginning to be aroused 
and if the economic consequences of passing it all on 
to the public are too great, look out for an American 
Public Sit-Down Buyer’s Strike. 
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“NO WONDER MY SALES ) 
OF DR. SCHOLL'S ARCH 
SUPPORTS ARE BREAKING 
ALL RECORDS. THIS 
POWERFUL ADVERTISING 
IS DOING IT!” 





DEALERS WHO ARE TYING UP TO 
OUR ADVERTISING REPORT 
AMAZING INCREASES IN SALES OF 


Dl Scholls 


ARCH SUPPORTS 


Are YOU Cashing In On This Lively New Demand? 


| Foot Relief is in the air! The demand for it has never 
been so great, so insistent. People want relief and are 
willing to pay well for it. But they are through with 
half-way measures. 


Our big national advertising campaign in 17 leading 
magazines every month, supplemented by the influence 
of over 150,000 Physicians whom we are reaching in 
the Medical press of the country—are playing a big part in 
awakening footsufferers to the realization that Arch Supports 
offer the only true, dependable means of correction. 

They are beginning to understand the limitations of so-called 
“arch support” shoes of one standard elevation to fit 2// feet, and 
that every person’s case is different, every person’s case is 
individual. 

The features of... 


Sudividuabized correction 


cf Dr. Scholl’s Arch Supports; how they are MOLDED to each 
foot’s individual needs on Dr. Scholl’s Arch Fitter; how they 
are progressively ADJUSTED until the arches are restored to 
normal—these scientific features of Dr. Scholl’s Arch Supports 
are emphasized in every ad in our campaign. 

NOW is the time to adjust your business to the profound changes 
taking place in this phase of the retail shoe business and make 
FOOT RELIEF in its true sense your slogan. Let the public 
know you feature Dr. Scholl’s Foot Comfort Service, that you 
fit Dr. Scholl’s Arch Supports and other Dr. Scholl’s Foot 
Appliances scientifically. 


Write for New Catalog 
THE SCHOLL MFG. €O., in. _ D£ Scholl's 
Foot Co 


213 W. Schiller $t., Chicago 
62 W. 14th St., New York Ser nee at 
112 Adelaide St., E., Toronto, Canada 





AFTER EASTER 
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Comes A SPRING Season 


This Year There Will Be More Weeks of 
Spring Shoe Selling After Easter Than Be- 
fore, So Don’t Be Too Hasty With After- 


Easter Markdowns. 


THIS year there will be more weeks of Spring after 
Easter than before. If treacherous March happens to 
be cold or stormy in your community, the delayed 
‘ volume would be picked up in April. Even if you get 
perfect selling conditions before Easter, April is still a 
good Spring shoe month, May is a better, and June 
has many a Spring-like day—as ten to twelve weeks of 
Spring lie ahead. 

Don’t be too hasty with after-Easter mark-downs. A 
lot of people are going to buy both apparel and foot- 
wear after Easter. Plan your promotions to take ad- 
vantage of the natural consumer demand. 


In 1935, with Easter on April 21, women’s shoes 
sold in March accounted for 9 per cent of the 
year’s total sales and 10.6 per cent in April. 
(10.0 in May and 9.2 in June.) 

In 1934, with Easter on April 1, women’s shoes 
sold 10.8 in March and 9.0 in April. (11.1 in May 
and 88 in June.) 

The 1935 figures on children’s shoes show 8.5 
in March, 12.0 in April and for 1934, 12.6 in 
March and 7.4 in April. 

The 1935 figures on Men’s and Boy’s shoes, 
show about 7.0 in March and 8.5 in April, and 
for 1934, 8.7 in March and 7.0 in April. 


With these averages or, better still, your own sales 
percentage records as a guide, plan your after-Easter 
promotions to take full advantage of the natural cus- 
tomer demand. Don’t let your profit promotions end 
at Easter. 

Records show that you can expect women’s shoe aver- 
ages to hold right through to July, and even then (in 
July) they are on record as one of the 36 “best bets” 
for promotion with 6.0 per cent of their yearly business. 
Naturally if you made some bum buys that fail to get 
started in the Easter pore. they should take a quick, 
keen cut. 

Promotion themes will tend to accent “established 
successes of the Spring season” and “shoes to wear 
with your new Spring clothes.” 

You will probably see somewhat of a “crossover” 
with good demand for blacks, blues and browns for 
general wear, wanted by those who buy their Spring 
apparel after Easter, and incerasing sport shoe demand 


among the style leaders. Watch the timing of bright 
colors and cutouts, not to push them so fast that the 
darker shoes are crowded out. 

Pacing promotions to meet the apparel developments 
will help to take full advantage of the natural swing 
from blues, browns, blacks to bright colors and then 
to whites, and pastels. That means extra sales. 

A new timely, appropriate promotion angle will 
make the second appearance of a shoe just as interest- 
ing to prospective customers than as it was to those who 
saw and bought two or three weeks earlier. But where 
the same shoe appears in the window again (and again 
very often) with out any effort to dramatize its desira- 
bility, it will soon be an old style to those who see it. 

There’s so much that’s new in this season’s styles— 
the definite passing of the casual careless mode, and the 
arrival of “pretty” clothes, gracious manners, poised 
feminity, that you need not lack for new themes for 
promotion along with the perennial successes. 

In addition to the sketches of promotion ideas, there 
are possibilities in these headlines: 

Presenting Spring’s Proven Successes. 

A Bit of Scotch to Go With Your Scotch Tweeds and 
Plaids This Spring. 

Blue Captures the Blue Ribbon as Spring’s Fashion 
Favorite. 

Shoes for Your Smart Mother and Daughter Cos- 
tumes. 

Fancy Footwear for Frilly Fashions. 


Remember, if you rush from an extra early 
Easter season directly into a big drive on early 
Summer styles in April, you’re going to encour- 
age a lot of women to step from Winter into 
Summer shoes—and that will be mighty costly 
for you. 


Here is one of those times when a cooperative agree- 
ment not to rush the season will be a big help. Get 
together in your community—set a date and keep to it. 
It means the difference between a profitable and fi. Poor 
Spring season. 

Here are selling themes for the next 10 ‘site of 
Spring: 

“Romance” is the key-word of the season’s styles and 

[TURN TO PAGE 45, PLEASE] 





BOOT AND SHOE RECORDER, March 27, 1937 





“THIS ONE 


IS MUCH 
LIGHTER, 
ISN'T 


He is du Pont’s new heel covering in the 
built-up leather effect. This covering is an exact 
photographic reproduction of the finest built-up 
leather heels we could obtain. The outer surface is 
embossed, giving it the feeling, texture and finish 
of leather. 

One of New York’s most prominent shoe retailers 
says, “After fit, lightness is the most important 
factor in shoe comfort.” 

This new heel covering brings to your ° 
customers the comfort of lightness, with- 
out sacrifice of appearance. It eliminates 
ounces of unnecessary weight. For ex- 


846. u. 5. pat. OFF 


IT?” 


ample, one shoe with a 16/8 heel is 1234% lighter 
with this covering than with a built-up leather heel. 
In all sizes and types of heel. Send for a sample. 


OTHER ADVANTAGES INCLUDE: 


No checking, cracking, splitting—Neither moisture nor dryness 
can affect the smooth finish of “‘Pyraheel.” 


Uniform, long lasting finish—The new “Pyraheel” has just the 
right degree of finish and it keeps that finish. Heels match per- 
fectly—stay new-looking much longer. 


Strength — Makes a strong, durable heel. 


Scuffless — Like all ‘“Pyraheel” coverings; an impor- 
tant and popular sales point. 


G Jy. BUILT-UP HEEL EFFECTS 
POV" iy SCUFFLESS PYRAHEEL 


E. 1. DUPONT DE NEMOURS & CO., INC., PLASTICS DEPARTMENT, INDUSTRIAL DIVISION, ARLINGTON, NEW JERSEY 
























LEGISLATION 
The 
Modern Cure-All 


Dumping 6500 Bills in Con- 


gress Means What to Business? 


by 
MORGAN FARRELL 
Chilton Bureau of Economic Research 


UP to noon on March 10, there were introduced in 
the Senate of the United States 1800 bills and in the 
House of Representatives, 4700, a total of 6500 pieces 
of proposed legislation. That averages nearly 11 bills 
apiece, for each lawmaker. 

They ranged all the way from innumerable small 
proposals for the relief of individuals, as widows of 
veterans, to huge measures, such as Senator Wagner’s, 
providing two billions of dollars for so-called, low- 
cost housing. In between were others, intended for 
the regulation of much of our national activities, pub- 
lic and private. 

Now, of all of these 6500 measures, how many do 
you think have been enacted into law to date? Ten. 
Well, one would say that is a hopeful sign. At least 
they are being given careful consideration by the com- 
mittees to which all bills are referred, before being 
reported back to the Congressional body, in which they 
originated. 

That is so and, furthermore, the bills passed by one 
House must run the same gantlet of debate on the 
floor of the other and reference to its appropriate com- 
mittee. So it is only after going over these four hurdles 
that a bill finally reaches the President. And then he 
may sign it or veto it. After that, there are still the Fed- 
eral District Courts and Circuit Court of Appeals and, 
as a last resort, the Supreme Court of the United States. 
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Thus, of the 6500 bills, there is small chance of 
more than two or three per cent of the important ones, 
outside of routine measures, becoming the law of the 
land. The winnowing process, however, is expected 
to keep Congress in session throughout the Summer. | 

Now, most of us, who are not especially familiar 
with Congressional procedure, may wonder how that 
body can find time enough to give thoughtful consider- 
ation to such an enormous number of bills. The fact 
is that it doesn’t. The committee mechanism just men- 
tioned takes care of that. Nearly all bills are referred 
to one or another of the committee, of which there are 
47 in the House and 33 in the Senate. 


IT is only the very important measures which receive 
extended time for debate—those affecting the welfare 
of the whole nation or the form of its Government. As 
it happens, there are a great many such measures on the 
calendars of both Houses and it is to them that the 
greatest part of the time of Congress will be given. 
The small bills are sandwiched in between or rushed 
through in the final days of the session. 

Here is a quick picture of the present array of bills 
up for consideration followed by some comments on 
their probable fate. They number about 300. The 
rest of the 6500 are either measures of little interest 
: [TURN TO PAGE 48, PLEASE] 
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As Seen in Vogue and Harper’s Bazaar 


Paradise IN-STOCK Shoe 

















8 1S your hosiery business 

profitable? Are you get- 
ting a good turn? Perhaps 
the trouble is that you're carry- 
ing too many colors, which 
means too large a stock. Your 


CHANGE all your win- 
12 dow displays today. And 
isn't it about time for an in- 
children's 








~ 


: 


THE RETAIL 
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Geod Shoes Deserve Good Sales Promotion 


1 THIS should be a BIG 
business month. Are you 
ready for it? An early Easter 
always means a big after- 
Easter business use many 
people won't buy until Spring 
really arrives. Your April plans 
should call for continual pro- 
motion of Spring styles. 


5 IF you are using the 
same window back- 
grounds that you had before 
Easter why not do something 
to freshen them up and make 
them look different? Change 
the panels perhaps, or re- 
paint them. Replace all dis- 
play cards. Your windows are 
your best advertisement. 


PLAN another attractive 

style ad for tonight's 
paper. And if you've not 
given men's shoes their share 
of publicity, now is the time 
to give some real space to the 
wegen neds ben 
most popular ice line, a 
play it up in a big way with 
a big illustration. 


1 HAS your newspaper 

advertising been effec- 
tive this Spring? Perhaps it 
is the fault of the illustrations 
you are using. Is your mat 
service best you can ob- 
tain for the money? Does your 


newspaper have a servic 
available for its . 


9 IN tonight's newspaper 
ad feature “Assured 
Spring Styles," emphasizing 
that these are the styles that 
have found approval among 
early Spring shoppers and 
will therefore be in favor 
throughout the season. Give 
generous space to a hosiery 
special. 


6 IF you sell golf shoes it is 

time for a window dis- 
play. And why not send out 
a mailing card on golf shoes 
too? If you can secure the 
membership list of your local 
club it will make a fine mailin 
list. By the way, is your mail 
ing list up to date? 


10 NOT long ago you par- 

ticipated in the promo- 
tion of National Foot Health 
Week. Probably you aroused 
some interest. Have you fol- 
lowed it up, with ads or win- 
dows? How about having cor- 
rective foot wear and foot 
aids suggested to every foot- 
wear customer today? 


3 THESE fine Spring Satur- 
days bring out the shop- 
ping crowds. Be sure your , 
windows are interesting and | 
attractive. Feature the items . 
in your Friday night news- 
ae * and - — 
specials you may have. Use 
display cards that SELL. Price 


every item. 


7 MAKE your weekly check 
of stocks today. If you 
have any pre-Easter styles that 
have not been moving, make a 
list of them and resolve to de 
something about them at once. 
Chances are that a little sell- 
ing effort will move them all 
without cutting prices. 





15 WITH today's business 
the month is half gone. 
Are you going ahead of last 
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CALENDAR for 


16 YOU will advertise style 

footwear again tonight 
of course, but how about a 
really BIG ad on hosiery. 
Select a big illustration that 
will stop every reader. Then 
feature in a big way one single 
hosiery price, r best seller. 
It will get vos: 


9 WHY not secure re- 

prints of that big ad on 
hosiery you used last Friday 
night and send them out, with 
a good selling letter, to your 
mailing list? There are plenty 
of shoe customers of yours on 
that list that ought to be buy- 
ing their hosiery from you too. 


9 4 OF course you've ar- 

ranged a window to tie 
in with your "Selling Event". 
And does every salesperson 
know exactly which styles you 
are most anxious to push out 
today? It's little events like 
this that make it unnecessary 
to have season-end clearances. 


28 TODAY is the last time 
poe ay a te 

stocks durii 

sult Fos gly “oul 

cleared of Spring lines and 


fo start May off with 
pana dly Ae + ag 


be a good day to look into the 
condition of your fixture stock- 
room too. 


APRIL 


A Werking Schedule fer Busy 


17 IF you did advertise 

hosiery in a big way last 
night then you should feature 
it in a big way in your windows 
today. Give it an entire win- 
dow, with big display cards 
and price cards. Make it look 
IMPORTANT, and folks will 
think it is, and come in to buy. 


91 STOCK checking day is 
here again, and with 
April waning it is time to be 
watching closely for Spring 
styles that should be cleared 
away. One of the purposes of 
weekly checking is to detect 
the slower sellers in time to 
push them out at a profit. 





29 SATURDAY is May |}. 

Today would be a good 
day to go over selling plans for 
this important coming month. 
Get out last year's records and 
see what you did in May, 1936, 
that's worth doing again. Plan 
your windows, and your adver- 
tising. Be ready 


Merchants 





99 DO you find the prep- 
aration of your ads a 
hard job? Perhaps it would 
not be if you had a good idea 
file. Do you clip all the good 
looking ads, and all the snappy 
bits of copy you see? It's a 
wonderful help to have such 
material when you need it. 


9 YOUR new window dis- 

plays today should put 
more emphasis on "Coming 
Summer Styles". Folks are 
tired of hearing about Spring. 
They're looking forward to 
Summer. Direct their thoughts 
that way and cash in on their 
desire for new Summer foot- 
wear. 


30 HOW about starting off 
with a big Saturday to 
open May selling? Plan a 
REAL, selling ad for tonight's 
papers featuring ''Advance 
Summer Styles". Use your 
smartest illustrations, your best 
copy and plenty of space. 
Offer a special or two. 


Page 3! 





19 CHANGE all window 
displays again today, 
and if you have a few new 
styles, make the old ones look 
new by different arrangement! 
Few stores change their win- 
dows often enough. Windows 
are advertising. Why not give 
slippers a play this week? 


9 3 IF you have some Spring 
styles you want to clear 
it might be worth while to 
feature a "Special Saturday 
Selling Event." Note we did 
not say a sale! Big type, big 
cuts, and one or two specials 
will do it, without cutting prices 
on every number advertised. 


97 NEXT month will see the 

first brisk demand for 
white footwear unless the 
weather is unseasonable. Are 
you going to be ready with the 
styles? Check your orders, and 
the stock that has arrived. And 
how about hosiery? Have you 


Summer shades on order? 
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This attractive new 

Studio in Cincin- 
nati was opened by V. 
E. Newbold January 
23, when the city was 
confronted with the 
worst disaster in 
its history. He opened 
his other Cincinnati 
store when the depres- 
sion was at its worst 
and it made good. So 
Mr. Newbold. foresees 
success in his venture. 


DISTINCTIVE TRENDS 


In Shoe Store Interiors 


Modernistic Treatment Contrasts Sharply with Salon Type, 
but Both Have Their Uses and Advantages in Shoe Stores 


**WV E opened a new shoe store just at the time when 
the depression was at its worst,” said W. E. Newbold 
of Cincinnati, “and we are making money in that store. 
Now we have opened a second store (January 23), just 
at the time of the worst flood disaster ever known here. 
We're going to make money in this store, too. You 
can’t tell me that there’s anything in this time business 
when it comes to opening shoe stores. Any time is a 
good time when you've got the right location and the 
right merchandise, when it’s displayed right and you’ve 
got intelligent salespeople you can train to do their job 
the right way. 

“That’s most important, anyhow, this training. When 
you sell luxury stuff your sales force has got to look at 
the selling one way. When it’s price stuff they look at it 
another way, and that’s all there is to it. I’ve always 
said that a number of smaller shops, each specializing 
in one kind of merchandise is much better for shoes 
than the department store type of selling. Because it 
stands to reason that you've got to have different people 
selling different things in different ways, instead of one 
set of people who have to be lightning change artists 
in different selling methods. 

“That’s why I say that this new Shoe Studio I am 
opening at the Arcade on Race Street isn’t even a real 
competitor for my Newbold Bootery a couple of doors 
away on Race Street. They sell entirely different types 


of things, for one thing. Things that have to be handled 
differently. The Bootery has mirrors and charming 
graceful drawing room type furniture. Like a salon, 
not a store at all. The merchandise is not on view 
except a few choice blending things. The customer is 
seated comfortably, under becoming lights, with mir- 
rors skillfully arranged, and looks at the merchandise 
that the salesman brings her. The salesman knows his 
goods. He is trained to sell in the luxury manner. Not 
too many things out at once. Dignity even with the 
friendly manner. Shoes that are primarily style items 
at prices from $12.50 to $21.50 are sold in the Bootery, 
whereas the new Shoe Studio sells lower priced shoes. 
“It’s all a matter of atmosphere that helps in the 
selling. The new studio is beautiful. It’s designed as 
well as I was able to design it for its purpose. But 
although the customer is comfortable and even luxurious 
in the new Studio, she never loses sight of the mer- 
chandising behind her visit. In this store the boxes of 
shoes are all in full sight, arranged so that every box 
of shoes, and even every box of matching stockings and 
companion bags, is designed as a part of the color 
scheme of the place. The boxes are of ivory, banded 
with maroon to match the carpets. The divans and 
chairs are of tones of rust, electric blue and maroon. 
“It isn’t exactly an experiment. Because the lower 
[TURN TO PAGE 36, PLEASE] 
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N. atural Bridge Shoes Remain 


"The Class of Wee Field” 





When her pocketbook 


feels the difference, 
her eyes must see it. 





aces White Kid Corrin Tie, 
Tiny Punched Through Perfora- 
tions on Vamp and Forequarter, 
Harmonizing Stitching, Built- 
in Arch, Cushioned Heel, In- 
step and Metatarsal, Uco-Little- 
way Lockstitch Process, 16/8 
Covered Military Heel. 
AAA 514 to 10, AA 5 to 10, 
A 4% to 10, B 4 to 10, C, D 
3% to 10—$3.15 


4553—Same style and sizes in Black 
Kid—$3.05. 





4713-—~Wo. White Kid Glamour Tie, Neat 
Through Perforations and 
Ganmaaicion Stitching on Vamp, Uco- 
Littleway Lockstitch Process, 16/8 
Covered Continental Heel. 
AAA 5%; to 9, AA 5 to 9, A 4h to 
9, B 4 to 9, C 34% to 9—$3.60 


4724—Same style and sizes in Black Kid 
with Patent Leather Tip and Heel— 


$3.50. 


With all proven features for 
Rational Foot Health Selling. 


latunat Bridge Shoes have always been regarded by the merchants 
who sell them and the women who wear them as the “CLASS OF 
THE FIELD.” 


When the consumer’s pocketbook feels a price rise her eye must see 
quickly the quality in her purchase. 


Only the finest workmanship and materials go into Naturat Bridge 
Shoes. While material and labor costs have risen considerably, 
Natural Bridge Shoemakers are determined to continue the high 


standards which have built for their merchants a profitable | and 
satisfied clientele. 


Natural Bridge 
pee” 


With Special Features 
In Line With The Current Trend TO RETAIL At 


$5 $550 4 6 
Natural Bridge § hoemakers 


Division of Craddock-Terry Company—Lynchburg, Va. 
atso Makers or THE Famous Billiken JUVENILE sHogs 
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Here is the beautiful Shoe Salon that Mr. Newbold had the — to project when so many busi- 
e 


ness men were too frightened to inaugurate any new enterprise. 


has made a success of selling 


luxury merchandise and says the luxury atmosphere of this store helped him do it. 


[CONTINUED FROM PAGE 32] 


priced style shoes and the medium priced style shoes— 
those from $7.50 to about $10.50—are bound to sell in 
the right atmosphere with the right goods and with 
salesmen trained in the right way, while the other shop 
has already made money and will continue to make it. 
This flood hasn’t destroyed business in Cincinnati. Oh, 
it came right on top of the opening all right. We opened 
on Saturday, and on Sunday came the worst day Cin- 
cinnati has ever known. Flood so high that we didn’t 
have any light, any electric power at all. There weren't 


any street cars. All stores were closed. There wasn’t 
any water. Everybody had orders to stay at home in 
their houses except those on flood duty. 

“But people still wear shoes. And staying at home 
for ten days or whatever it was won’t make ’em buy any 
fewer pairs of shoes. Besides, customers of ours don’t 
always buy shoes because they need. them, but because 
they want them to wear with certain other things. It 
is a style proposition and the flood isn’t going to affect 

[TURN TO PAGE 47, PLEASE] 


Women’s shoe section in the Globe Department Store, Los Angeles, pictured below, shows a different 
type of interior treatment, employing the modernistic motif. Designed by Jack Buck, it is well 
lighted, cheerful and up-to-the-minute in all its appointments and seats approximately 75 people. 
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She thought of her 


Corset and said— 









“Wrap up the Overshoes” 


ODAY the Talon slide fastener is 
giving satisfaction to millions of 
men and women on almost 400 differ- 
ent products—in addition to overshoes! 
Think what this means when a cus- 
tomer sees this famous fastener on the 
overshoes in your store... 


Becomes a Recommendation 


He or she instantly remembers scores of 
articles of clothing and other mer- 
chandise on which the Talon fastener 
is giving perfect service. The Talon 
fastener becomes an.advertisement ... 
a recommendation ...a guarantee... 
for the overshoes you sell ! 


This is a distinct plus value you get 


only when the name TALON appears on 
the slide fastener of your overshoes. 


Every buyer knows, however, that it 
is the intrinsic value in the Talon slide 
fastener that is chiefly responsible for its 
predominant use on quality overshoes. 
For, during the last ten years, the Talon 
fastener has added the appeals of style 
and convenience to overshoes... and 
has done it with a fastener that is abso- 
lutely dependable because it has been 
especially designed to meet the rigid re- 








quirements of the overshoe application. 
Important to Overshoe Buyers 


Why not get the full sales advantages 
of the Talon slide fastener in the over- 
shoes you sell? To the overshoe buyer 
nothing could be more important. For 
the Talon fastener is your best assur- 
ance of quick turnover ... your surest 
protection against markdowns... your 
most certain safeguard against returns! 


HOOKLESS FASTENER COMPANY, MEADVILLE, PA. 
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PCCP LIME SPE BEN ERENT 


F OR SECURE ANCHORAGE 


Strength and rigidity in shank construction and in wood heel 
attaching are as important to good shoemaking as a proper 
foundation and secure anchorage are to the building of bridges. 







Based upon sound principles, Unishank and permanent (6/6 
Wood Heel Screw combine to promote security in the finished shoe 







These thoroughly tested methods add strength, durability, and 
comfort to the shoe throughout its life. 







G/T 







UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 





BOOT AND SHOE RECORDER, March 27, 1937 


BECAUSE 


@ Buster Brown quality is known and re- 
spected by today’s parents who wore 
Busters when they were children 


Buster Brown foot-shaping health lasts 
offer strongest possible “parent” appeal 
Buster Brown national advertising is “‘sell- 
ing” millions of parents 

Buster Brown styles are in tune with what 
the modern child demands 


Buster Brown Shoes are IN STOCK in 
sizes and widths to fit girls and boys of 
all ages 
Buster Brown is making money for mer- 
chants everywhere! 





BUSTER BROWN Shoes 
a FOR GIRLS AND BOYS 


Delmac - Lockstitch Buster Brown lasts 
process. pons change in each size 
: and width as grow- 
ing foot changes. 
Note gradual de- 
velopment of in- 
dentations on fore- 
part of lasts. 


E-267 Boys White 
Nubuck Lace Ox- 
ford. Welt. 


VODwVs WW9S Bw SWIYSIT, MANUFACTURERS - ST. LOUIS 
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Customers 


BECAUSE 


© Air Steps offer newest, most de- 
sired fabrics and leathers—latest 
and smartest patterns and lasts— 
finest, most pleasing ‘‘fit” — 


Page 40 























© Air Step’s “magic sole” gives 
youthful buoyancy without detract- 
ing from trim, smart appearance— 


© Air Steps are featured in national 
magazines and Vogue, the fashion 
guide for well-dressed women— 


Air Steps have built consumer 
acceptance that tops all records! 
Powerful and Unusual Advertisements in 


these four leading national magazines 
carry the story of AIR STEP to millions 


of women. 


AIR/STEP 














Romance 


\ tod OE > Pe Gee @ | Pr& AAR TAB wal 
VVB@WNs BBsOG Ws Ve aa Seles » 








With 
Merchants 


BECAUSE 


@ Air Steps are the only truly [style- 
shoe with 1 comfort feature “The 
magic sole” that can be demon- 
strated in your own store— 

@ Air Step national advertising 
reaches women right in your own 
locality — 

@ Air Step provides merchants 
with sales-stimulating dealer mats, 
window displays, store displays, 
style pamphlets and prompt IN 
STOCK service— 


Air Step Shoes for Women Break 
All Sales Records ! 


SHOES FOR WOMEN 
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IT’S A SHOE that DEMONSTRATES ITSELF 
... SELLS ITSELF . . . Right in the Merchant's 


Store! 


Ask your customer to step on a pebble with her 
own shoe... then with an Air Step Shoe. With 
her own shoe, the foot absorbs the punishment. 
With Air Step, the “magic sole” absorbs the 


punishment. 


Make Your Plans Now for Fall. Write us for 


a franchise in your city. 





MANUFACTURERS - ST. LOUIS 
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AIR STEPS make 


instant hit with men ! 


BECAUSE 


@ Air Steps require no “breaking in” — 



















@ Air Step’s “magic sole” and heel 
cushion every step— 

@ Air Step’s patented “thru-sewn” 
welt gives ever-smooth insole— 

@ Air Step is the only truly flexible 
shoe with tempered steel shank— 

@ Air Step combines smart styling, 
popular price, unusual comfort fea- 
tures— 

@ Air Step offers Speedy IN STOCK 
service— 

Air Step is taking its place among the 

best-selling men’s shoes and ringing 

the cash register for merchants every- 

where! 


AIR/STEP 


SHOES FOR MEN 





















B-107 Men’s Air 
pan brown calf, 
perforated wing 
tip, rubber heel. 










B-116 Men’s Air 
oo A ge ee 
lo wia 
tip, rubber heel. 
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The Parade of Paris Fashions 


[CONTINUED FROM PAGE 17] 


This process of his own invention gives 
marked elasticity in a one-way stretch, 
to reptile as well as to antelope and 
other leathers. Its possibilities in the 
development of one-piece and strap 
styles is enormous. 

Town wear sports shoes get clear 
away from last century influences. 
Warm, strong color rules them and 
sturdy quality in design. A 1%-inch 
heel replaces the fiat heel, excepting 
active sports, of course, and the semi- 
round toe the round one. 

In decoration, harness stitching is a 
definite note. Strap trims and ap- 
pliques are wider. Wide belts over the 
instep are seen in box calf, matching 
models in suede or reversed leather. 
A new development in_ perforated 
treatments consists of lacing colored 
cords through perforations arranged 
in lines. Black shoes, for instance, are 
cord laced in red or green. 

Mahogany red registers high-style 
color importance for town wear, to go 
with costumes in grey, green, navy or 
brown. The Enzel shoe sketched, illus- 
trates the type. This is mahogany box 
calf harness stitched in black, some- 
thing to note also, in the way of stitch- 
ing color. Burgundy colored belts, 
bags and gloves line up to complete 
the accessory scheme. 


Another new Enzel model in navy 
calf has plateau last with straight 
walled sides emphasized by a thick pip- 
ing of red calf all around. The top is 
plaid-stitched and the buckle—red 
enameled to match the piping. 

Black patent leather is pursuing its 
triumphant course in afternoon wear, 
often trimmed with. white kid, or 
treated to contrasting stitching. Other 
patent leather accessories of dress help 
it along considerably. There is much 
combination for afternoon models of 
antelope and kid, frequently in the 
style of the Netch & Frater shoe, 
where beige kid forms a fancy belt 
across beige antelope. 





Opens Store at Fort Wayne 


Fort Wayne, INp.—A new Reed’s 
Shoe Store has been opened at 816 
South Calhoun Street, with Walter 
Milslagle from South Bend, Ind., as 
the manager. L. A. Morrison, super- 
visor for all Reed stores in the Middle 
West, has supervised the designing of 
the local store. Mr. Milslagle has been 
associated with the Reed organization 
for the past two years in several of 
the larger cities. He is being trans- 
ferred from South: Bend to the man- 


agership of the Fort Wayne store. 
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Shoe Styles Go Very 
Hollywood 
[CONTINUED FROM PAGE 16] 


it. The, answer will be found in kid- 
skins, raffia, calf and linens for ma- 
terials. 

Schraps goes on to say that aside 
from the main influence, every type of 
gown will be beaded. “Evening cos- 
tumes and cocktail dresses have already 
appeared with the highlighting of 
beads. The influence will extend into 
sportswear through the use of the 
West’s colorful Indian beaded belts, 
pockets, collars and cuffs.” 

Ernest Dryden designer for Selznick 
International, says that one of the most 
important points is seldom realized in 
regard to Hollywood’s dominion over 
world fashions. Dryden insists it is 
the manner in which the American dress 
industry takes ideas from the fashions 
of the screen and creates inexpensive 
versions of them for general distribu- 
tion throughout the land. 

What will come next? No one knows. 
Perhaps the answer lies between the 
musty pages of some forgotten history 
book, the fictional possibilities of which 
are awaiting the bubbling brain of a 
movieland scenarist. 





New Chicago Store Opened 


CuHIcaGo, ILL. — Another new shoe 
store for one of Chicago’s outlying 
shopping sections, the Parkway Boot- 
erie opened at 2750 N. Clark Street, 
March 6. The shop is owned by Harry 
Dobrick who already has the Slipper 
Box at 612 Diversey Street. The store 
has a modern front and full view win- 
dows. The interior is equipped with 
modern fixtures. Seats have red uphol- 
stery set off by old ivory against a 
burgundy background in decoration and 
floor coverings. The shop will carry a 
full line of shoes for the family. There 
will also be a line of novelty shoes for 
women. Joseph Dobrick, brother of the 
owner, is manager. 





New Store Opened 


CoLuMBuUSs, OHIO—A new shoe store 
known as the Health Spot Shoe shop 
has been opened at 14 N. Third Street, 


here, by George Newcomb. The new © 
handle corrective 


organization will 
shoes in the Musebeck Shoe Co. line. 


Associated with Mr. Newcomb, who « 
has been identified with the retail shoe ; 
business since 1916, is T. B. Shaffer, « 


also of Columbus. 


J. L. Craig Returns to Atlanta | 


ATLANTA, GA.—James L. Craig, pop- 
ular Atlanta shoe department man- 
ager, who for the past four years 
has been buyer and manager for Bur- 
dine’s shoe department in Miami, Fla., 
has returned to Atlanta to be buyer 
and manager for the shoe department 


at the J. M. High Company. 



























What Price—New Leather? 


[CoNTINUED FROM PAGE 20] 


the price per pound paid by the tan- 
ner for those portions of the hide from 
which come the best sole leather. South 
American hides—frigorificos, if you 
care to be technical—have advanced 
from around 13% cents a pound to 
18 cents—in other words, an increase 
of about thirty per cent. 

And the price of cut soles has gone 
up accordingly. 

The kidskin market, too, has been 
having its fireworks, though not to 
so pronounced a degree. The greatest 
advances here have been in those skins 
which are converted into kid leather 
for linings and into suede kid—ad- 
vances which have forced an increase 
of prices over the year’s period of 
from five to six cents a foot for the 
former and of about six cents a foot 
for the latter. 

The grades of skins, or kinds of 
skins, rather, which go into so-called 
shoe stock—kid upper leather as it is 
understood in the shoe trade—have 
had the least advance, ranging from 
nothing for the least desirable grades 
to as much as three cents for those 
kinds which are higher in grade. 

The fact of greatest importance 
which is revealed by even a superficial 
investigation, is that interest in the 
leather market today is concentrated 
largely on the better grades. This is 
particularly true in the sole leather 
field and, to a somewhat lesser degree, 
in the field of upper leather. 

The conclusion is inescapable, there- 
fore, that while everything points to- 
ward higher prices for Fall shoes, 
those higher prices will buy shoes of 
better quality—and this applies not 
only to the better grade lines, but to 
many of the volume lines as well. 

This points the way to a merchan- 
dising policy which seems to experts 
to be sound. As consumer purchasing 
power grows and higher prices are 
rendered necessary by raw materials 
advances, sales volume will not be 
lost if quality is provably better. In 
the field of men’s clothing this has 
already been tried by several out- 
standing manufacturers who either op- 
erate their own stores or have a finan- 
cial stake in the stores which carry 
their merchandise. In the women’s 
wear field, too, it is being tried out 
this Spring. 

Typical of the situation we are now 
in, merchants are receiving letters 
similar to the following: 

“Dear Customer: 

“Recent newspaper publicity as well 
as actual activity within the trade has 
made us all more or less conscious of 
increasing costs all along the line as 
applied to any manufactured article. 
Shoe costs have not bten an exception 
to this general trend. 

“Since the time when materials and 

[Turn TO PACE 47, PLEASE] 
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After Easter Comes Spring 


[CONTINUED FROM PAGE 26] 


particularly so for evening. One sees 
curls and cameos, period gowns of love- 
ly lace and other “old fashioned” 
fabrics. Show your evening shoes in 
settings that dramatize this new vogue 
of “pretty” clothes and shoes. If you 
can, borrow a reticule handbag, lace 
mitts, cameos and other accessory of 
belles of earlier romance periods. The 
setting above combines silver lettering 
and start on a midnight blue panel, a 
black railing, and plateaus covered in 
rich dark “suede” paper or fabric. 

The “crowns” are cut from upson 
board and painted in coronation colors. 
A small shelf to hold the correct shoe is 
fastened to the bottom of each crown, 
which is then attached to the upright 
panel. The panel should be draped in 
velveteen. 

Coronation colors featured include— 
coronation blue, St. James rose, holy- 
rood green, Buckingham lilac, corona- 
tion gold, Marlborough blue, corona- 
tion red, balmoral gray. 

Women are discarding the aggressive, 
hurried tempo of walk and talk—be- 
coming feminine, poised, gracious. The 
romantic theme dominates the mode, 
and this angle should be dramatized in 
shoes. The blue ribbon on a pinkish 
panel serves to set off three groups of 


shoes—dressy street shoes for soft 
suits, formal afternoon shoes and eve- 
ning slippers. In a large window three 
different panels could be used with a 
fashion figure in “Romantic” style 
sketched on each panel. 

Big photo panels, framed, give splen- 
did opportunities for dramatic displays. 
For National Garden Week, April 18- 
24, sketch, in natural colors, large 
poster-effect reproductions of the local- 
ly known flowers that match your col- 
ored shoes. Colored paper and paint (or 
crayon with fixative) can be combined 
effectively. With each flower show shoes 
in matching color. 

The cotton boles are cut from popu- 
lar cotton weaves, pasted flat on a light 
green panel. The leaves and stems can 
be made of dried leaf color in crepe 
paper. The shoes to go with the various 
fabrics are set on small shelves, fast- 
ened from the back. The lettering is 
green on white, sloping boards. 

Suggestion: Select most popular 
fabrics at different stores, buying a 
yard or less of each kind selected. Use 
small cards telling public where fabric 
may be found, without saying anything 
to the stores in advance. National Cot- 
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Eyes Are Swinging to Shoes 


[CONTINUED FROM PAGE 19] 


stars furnish eye appeal for many dis- 
plays. Tops, in this form of publicity, 
is Cutler’s window with its “Very, Very 
Hollywood” backgrounds and shoes to 
keep pace with that mood. Chicago is 
very color conscious in its windows, and 
they range from the soft pastels in 
Marshall Fields to the hot reds, greens, 
and blues in Goldblatt’s at the foot of 
State Street. That store, by the way, 
goes the full distance by draping its 
front with American flags, for Chicago 
is celebrating its one hundredth year as 
a city. 

Carson Pirie & Scott boldly say that 
their corner at State and Madison is the 
busiest traffic corner in the world. The 
use of glass is general, with platforms 
bordered in glass tubing cut in short 
lengths and applied as a vertical border 
trim. The glass bars have a smartness 
and a reflecting ability that is not pres- 
ent in metal or silver paper trim. 
O’Connor & Goldberg’s window on State 
Street in the Republic Building, with 
its ornate gold background, is filled 
with shoes as per usual. Backgrounds 
are so elaborate that they are self- 
decorating. The independent shoe stores 
in the main stick to dignified, restrained 
window display, emphasized by window 


cards typical of the modern theme, ma- 
terial or dress interest. 

Wolock & Bauer, at Madison and 
Michigan, capture an artistic theme by 
the use of beautiful paintings displayed 
in the backgrounds and because of their 
proximity to the Chicago Art Institute, 
art lovers have a double treat in the 
fancy shoes and colorful anticipation of 
Summer. 

A significant change in men’s shoe 
windows is taking place, largely through 
the inspiration of the Florsheim. Shoe 
Company. That Chicago institution is 
tops in window display in men’s shoes 
because it links the shoes with the 
background and is willing to spend 
plenty of money for the display feature. 
Chain stores are conspicuous in the 
women’s field for their very elaborate 
high color, high illumination displays. 
They actually force attention by the 
high pressure of their color and lights. 
All in all, Chicago does itself proud in 
shoe window display for Easter.. 

Southern shoe windows are always 
of special interest at this time of year 
because, to a very marked extent, they 
forecast the trend in Summer shoe dis- 
plays for other sections of the country. 
Witness the attractive sport shoe win- 
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dows from Burdine’s, Miami, repro- 
duced on pages 18 and 19 of this issue, 
as fine examples of the sort of displays 
seen at Southern resorts recently. These 
two windows suggest the important in- 
terest that will be attached to sport shoe 
windows during the coming warm 
weather season. Note the number of 
white combinations shown in the Bur- 
dine men’s footwear window as a strik- 
ing evidence of the return of these 
white combinations to fashionable ac- 
ceptance among the better grade lines 
of men’s spectator sport footwear. 

The metal wire display fixtures 
painted white and shown in the Burdine 
window on page 19 represent a rather 
interesting development in window 
treatment. We have observed the same 
thing in use in the windows of some of 
New York’s largest stores, and obvi- 
ously a similar idea could be carried 
out by any shoe store, anywhere, at a 
relatively insignificant cost. There is 
no price that can be put on ingenuity, 
and often the clever display man can 
take a few very simple elements and 
construct a window that will be un- 
usual, interesting and attractive to the 
customers. On the other hand, expen- 
sive materials and window equipment, 
used without discrimination, fail to pro- 
duce the effects that are sought, simply 
because the ideas and the skill are lack- 
ing. 

Summer window displays follow the 
sun, and the sort of thing that has 
proved successful in Miami, Palm 
Beach, Los Angeles, Texas, New Or- 
leans and other great cities of the 
South will be copied and repeated, with 
variations, throughout the North these 
next few months. Neither New York, 
Chicago, Philadelphia nor the other 
great fashion centers of the North can 
longer claim a monopoly in the creation 
of beautiful window displays. Today 
people travel widely and ideas, regard- 
less of where they originate, travel with 
them. All of which makes for better 
displays and better retailing, since more 
brains are at work originating and 
planning better displays to sell more 
shoes the country over. 





Opens New Men’s Shop 


Ho.Lyoke, Mass.—Edward J. Mori- 
arty, prominent local shoe man, has 
opened Holyoke’s only men’s shoe shop 
downstairs in his store at 319 High 
Street. He has removed the depart- 
ment from a former storage room into 
a comfortable men’s display and fitting 
room. 

Mr. Moriarty, who is sole owner of 
his’ High Street store, has made a 
practice of improving his facilities. 
He has sold shoes in the city for close 
to a quarter of a century and has 
been in business for himself almost 
nine years. 

The new men’s department is fin- 
ished in tan and brown. Comfort and 
convenience have been the first con- 
sideration in remodeling. 
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What Price—New Leather? 


[CONTINUED FROM PAGE 45] 


labor were available on the basis on 
which our present prices were estab- 
lished, the following approximate in- 
creases in costs have materialized: 


Upper leather .......... 83% to 50% 
Outer soles ............. 25% 
TION oc. Gad ae oe he 50 065% 
Lining Cloth .......... 338% % 
Leather Linings ........ 50 t090% 
Rubber Heels ....... 60% 

OR 6 nhl A 10% 


“This condition has been or will 
shortly be the experience of all nor- 
mally conducted shoe manufacturing 
establishments. It means readjustment 
to some extent all along the line. 

“Our new prices, effective March 
22, and shown on the enclosed list have 
been reached by averaging costs on 
new and old purchases of materials. 
They do not cover replacement on to- 
day’s market. We shall maintain them 
as long as possible, but if the present 
trend continues, further advances will 
be necessary. 

“From the facts above stated you 
will appreciate that our new prices 
represent a sincere effort on our part 
to hold our increases to our customers 
to the lowest figure consistent with re- 
liable merchandise made under proper 
working conditions.” 

G. P. CRAFTS COMPANY, 
Manchester, N. H. 


Hides are going up around the 
world, for hides are an international 
commodity, as has often been re- 
marked. The Boston News Bureau 
reports that leather prices have not 
yet moved up as much as have hide 
prices. And so the problem of what 
prices for shoes for next Fall and 
Winter. 

The U. S. department of agriculture 
forecasts that the slaughter of cattle 
may drop ten per cent in this country 
this year. And so fewer domestic 
hides of which to make leather for 
shoes. 

The rising 2,000,000 drought hides, 
that were accumulated by the FSRC 
after the 1934 drought, will probably 
be all sold off when the last lot of 
200,000 hides is offered in April. 

Incidentally, these drought hides 
have lately brought prices much higher 
than prices of hides in 1935 and 1936. 
The sale of the last lot of drought 
hides will deplete the hide reserves 
in this country. 

As for foreign hides, the News Bu- 
reau reports that English, German 
and Polish tanners have been heavy 
buyers in South American markets, 


causing a _ substantial advance in 
prices there. Japan is buying more 
hides and skins in the markets of 


the world. European markets continue 
above American markets. 
Rubber shoes are likely to be worth 
more before they are worth less. 
The prospect is that rubbers and 
[TURN TO PAGE 51, PLEASE] 
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Distinctive Trends in Shoe 
Store Exteriors 


[CONTINUED FROM PAGE 36] 


styles. We’ll make up for lost business. 
You just see if we don’t. They told 
me when I opened the first shop at the 
height of the depression that I was 
crazy. Well, maybe I was, but it’s 
going swell and I’m making money 
in it. 

“I feel the same way about this shop. 
It’ll make money too. In spite of the 
flood. That’s all over now. We’re ready 
for new business. And I feel just as 
good dropping cigarette ashes on the 
new carpet in this shop as on the new 
carpet in the other shop. I feel at home 
in both places.” 

The Globe Department Store, S. 
Broadway at 51st Street, Los Angeles, 
of which L. J. Grossblatt, is president, 
has completed its greatly enlarged and 
entirely revamped shoe department, one 
of the most striking and certainly one 
of the largest in suburban Los Angeles. 

Jack Buck, store designer, sought a 
modern, cheerful and clean-cut effect 
through the use of off-white as the field 
color throughout — wall, ceilings and 
fixtures. The contrast is brought in 
through the carpeting and upholstering. 
The general effect is roominess. Ap- 
proximately seventy-five people could be 


seated at once. 

While air conditioning has not been 
found necessary, as the store is located 
in a cool part of the city, in an open 
residential district, ample ventilation 
has been provided. All light is indirect 
from modern suspended ceiling lighting 
fixtures. The department embraces sec- 
tions for men’s, women’s, children’s 
shoes, hosiery, purses and ornamental 
buckles and other novelties directly con- 
nected with shoes. 

The store, which is a credit store of 
the highest type, is one of the outstand- 
ing successes among suburban stores in 
southern California and is said to be the 
largest one in an out-of-the-center loca- 
tion in the state, barring those estab- 
lished by large mail order houses. The 
growth continued unabated during the 
depression. The shoe department, with a 
volume of about $8,000 annually eight 
years ago, today has a volume well above 
$100,000. The store as a whole, which 
had a 15-foot front ten years ago, with 
but three employees, today covers half 
of a city block, two floors, and employs 
more than 200 sales people. Only shoes 
of recognized standard makes are 
stocked. 
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Legislation—The Modern Cure-All 


[CONTINUED FROM PAGE 28] 


to the shoe business or those which are 
sure to die in committee, or be killed 
on the floor. 


Of Nation-wide Interest 


1. The Supreme and Federal Courts. 
These measures have the eye and ear 
of the country. Some 16 leading mea- 
sures have been introduced aiming: 
To increase the membership of the 
Supreme Court to 15; to 11; to retire 
the Justices at 70; to limit the deter- 
mination of constitutionality by requir- 
ing the decision of seven; to over-ride 
a decision by a two-thirds vote of Con- 
gress; and, in the case of lower courts, 
to limit injunctions and jurisdiction 
and to appeal from Court orders. 

It would seem that a heavy fire is 
being directed upon our Federal Courts. 
What is likely to happen is anybody’s 
guess. Opinion in Washington is that 
the membership: of the Supreme Court 
will be increased. 

2. Constitutional Amendments. Sev- 
enteen ch‘ef amendments to the Consti- 
tution have been proposed. They cover 
such matters as: A single, six-year 
Presidential term; a new method of 
selecting President and Vice-President; 
popular nominat‘on of both; legislation 


by the Electoral College upon popular 


petition; Supreme Court to pass on 
constitutionality of Congressional mea- 
sures before enactment,’ upon request 
of the President or Congress; appeal 
from Supreme Court orders prohibit- 
ing compliance with an enacted Federal 
law; revision of the Income Tax Law; 
a referendum before declaring war; 
permission for Presidential veto of 
appropriations; regulation of inter- 
state industrial conditions. 

That last would certainly affect the 
shoe business. Which ones will pass 
is not pressing, since it will be years 
before any one can be adopted—if ever. 

8. Social Security. Twenty-one lead- 
ing bills have been introduced. The 
hope that some of these would recog- 
nize the less practical aspects of the 
Act, such as the huge reserve fund 
necessary, is unfounded. They simply 
vary its terms, as awarding $30 a 
month to all eligibles over 60 or add- 
ing health insurance. The last is like- 
ly to pass. 

4. War and Neutrality. Fifteen prin- 
cipal bills, all reflecting our desire to 
stay out of war. They regulate war 
profits; give Government the monopoly 
of munitions manufacture in case of 
war, even authority to seize munitions 


plants; to embargo arms shipments. 
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One optimistic bill would “prohibit 
war of any kind.” It is unlikely that 
any except the already enacted one 
will pass. 

5. Money. Nine measures have to do 
with our national finance. In view of 
the apprehension of many sensible peo- 
ple regarding inflation, these bills 
seem to indicate no fear of it. One of 
them extends the stabilizing fund and 
the President’s authority to devalue 
the dollar. Others repeal the silver 
purchase Act; create a Federal Mone- 
tary Authority; establish a “labor- 
hour” monetary system and “redis- 
tribute the wealth of the Nation.” 

The first is likely to pass if it has 
not done so at this writing. 

6. Taxes. Of the twenty-four tax 
measures, only a few tax specific items, 
as fuel oil, imported copper, sweat- 


- shops, sales of personal property. It 


is likely that these will pass. Gasoline 
and other taxes are up for repeal as 
well as the excise tax on sporting 
goods. They will probably be repealed. 
The other measures have to do with 
such matters as marketing goods in 
interstate commerce as having paid 
all required taxes, exempting capital 
gains from taxation and calling a 
conference to coordinate State and Fed- 
eral taxes. It is too early to forecast 
the action on these. 

7. Farm Bills, Eleven bills have 
been brought up to aid the farmer. 
They degl with home and crop loans, 
crop insurance, debentures for the ex- 
port of surplus and the like. Those, 
which are not inconsistent with pres- 
ent legislation, will doubtless pass. 

8. General. To save time, let us 
lump together the other measures in 
this class, which are mentioned, less 
because they are of interest to the 
shoe trade, than to give an idea of 
the whole legislative trend. They are 
bills referring to: Bankruptcy (6 in 
number); restriction of aliens (9); 
tariff—mostly reducing rates and in- 
creasing flexibility (4); securities, as 
exemption from S.E.C. rules, of small 
corporations (7); anti-lynching (13); 
readjusting rates in interstate com- 
merce (3); extending the Reconstruc- 
tion Finance Corporation and the note- 
issuing power of the Federal Reserve 
Board (4). 

The last is the only inflationary 
measures. Last Congress was full of 
them. 

Other measures affect trade agree- 
ments and foreign trade, railroad, 
work relief, power projects, as the 
T.V.A., air commerce, motor and wa- 
ter carriers, government insurance, 
education, communications, floods, 
highways, defense and other general 
matters. 

Of Interest to Manufacturers and 
Retailers. Coming now to those bills 
which affect more directly the shoe 
and similar trades: 

1. First in importance are the two 
bills introduced by Mr. Patman. The 

















first (H.R. 4722) would prohibit man- 
ufacturers from retailing their prod- 
ucts and, conversely, retailers from 
engaging in manufacturing. The other 
(H.R. 4726) would restrict reciprocity 
sales in interstate commerce. Space 
is not available to give these detailed 
consideration here, but their purpose 
is obvious and, since it is in accord 
with Administration policies, the bills 
will most likely pass. 

2. Next in importance is the Miller- 
‘Tydings (H.R. 1611) resale price main- 
tenance bill, which has, at this writ- 
ing, just been reported favorably out 
of the House Judiciary Committee. As 
it has powerful backing in Congress 
and is in line with the Administration’s 
fair-trade practice policy and the re- 
cent decision of the Supreme Court 
upholding the Illinois and California 
laws, there is little doubt that it will 
pass. 

Under the bill, footwear and all 
other goods which are branded or 
trademarked could legally carry re- 
sale prices, fixed by manufacturers 
for distribution in States having fair 
trade practice acts. 

A new method of enforcing mini- 
mum wages through industry and 
trade appears in the McFarlane bill 
(H.R. 4100). This bill provides for 
an excise tax on employers on all 
wages of less than 50 cents per hour. 
The tax ranges from 12 per cent on 
wages of 45 cents to 662/38 per cent 
on wages between 30 and 35 cents per 
hour. On wages of less than 30 cents 
an hour, the amount of the tax for 
each hour of employment is to be 
equal to the amount by which 50 cents 
exceeds the amount paid per hour. 
Employers of less than five employees 
are exempt. 

8. A group of fourteen bills comes 
next. They are intended to regulate 
wages and hours in industry, either 
directly as in the Ellenbogen bill 
aimed at the textile industry, or in- 
directly, as in the present Walsh- 
Healey Law, limiting Government pur- 
chases to products made in plants ob- 
serving certain wage and hour condi- 
tions. One or more of these will go 
through, but they will affect only con- 
cerns doing an interstate business. 

There is a decided opinion, among 
those in the know in Washington, that 
a new N.R.A. is destined to be intro- 
duced in this Congress later in the 
session. Donald Richberg has out- 
lined something of the sort in several 
public addresses and has been in ex- 
tended conferences with the President. 
Whether it will be held back until 
the personnel of the Supreme Court is 
changed by law or will be framed to 
avoid the Constitutional objections to 
the first N.R.A., is an open question. 

4. Another group of seventeen bills 
includes a series of measures intended 
to encourage housing construction. 
They range from the Wagner Bill,-. 
providing loans and grants for low 
rent apartments to those which extend 
and enlarge home building loans. The 
Wagner Bill is stymied, at the moment, 
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unless the Committee having it in 
charge can find some way to provide 
the large funds required. The same 
applies to the others, but it is not un- 
likely that the financial problem will 
be solved. 

5. Another bill of trade _ interest 
aims to prevent fraud in the registra- 
tion of copyrights and labels and in 
the obtaining of patents. Still another 
amends the Federal Trade Commission 
law to define fair competition and 
open the books of corporations within 
the jurisdiction of the Commission to 
that body. Two others would regulate 
sales in interstate commerce by pro- 
hibiting those of articles manufactured 
in violation of State laws, as those 
forbidding the sale of goods made by 
prison or child labor. Incidentally, 
there are six other bills directed 
against child labor. 

At the moment it is difficult to say 
what are the chances of passage of 
these bills, because of the critical sit- 
uation brought about by the present 
and proposed measures for the change 
of the Supreme Court. In fact, all 
legislation is sidetracked pending ac- 
tion on the Court. What that will be, 
nobody knows, as already stated. 

However, this outline gives a rea- 
sonably fair panorama of the prin- 
cipal measures of the 6500 which 
affect the future interests of retail 
and wholesale business. It will be seen 
that the scope of Congressional legis- 


lation is general. Little of it is di- 
rected at any one business or industry. 
What will happen in the way of new 
bills after the Court matter has been 
settled remains to be seen. The ses- 
sion is still young and there is ample 
time for the introduction of new or 
substitute measures. 


After Easter Comes Spring 


[CONTINUED FROM PAGE 45] 


ton Week begins May 31, but this idea 
is good in April. 

A blue spotlight at the top front of 
the window (behind valance) is trained 
on a cutout circle fastened to the back- 
ground, and focused to just cover the 
circle. The word “spotlight on” are 
lettered in light blue. “Blue” is of cut 
out letters, raised three-fourths of an 
inch from the panel and painted blue. 
Shoes may be grouped by shades of blue 
or by types. 

Here’s another big panel idea that 
covers a big idea in Spring styles—the 
suit. Shoes with an appropriate card, 
“To Wear With ” are grouped on 
each side of the panel. If the suit types 





can be sketched in so much the better. 
This type of display is inexpensive, yet 
can be used by a high grade store if 
the job is smartly done—and it certain- 
ly tells women you know what they are 
wearing and have the right shoes. 
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Advocates English Plan for Employer and 
Labor Relations 


Pointing out that the present capital- 
labor conflict presents nothing new in 
essence, except a new technique, Henry 
H. Heimann, executive manager of the 
National Association of Credit Men, de- 
clares in his March review of business, 
sent to the Association’s 20,000 members, 
that for a solution of labor troubles this 
country should look to England. 

“If we had regulations similar to the 
British Trade Disputes Act, collective 
bargaining might not be so objectionable 
to American industry,” he says. “It is 
evident that collective bargaining is in 
the ascendency, but it is equally clear 
that, if the right to collective bargaining 
by labor is recognized nationally, com- 
mensurate labor responsibility must ac- 
company such «ecognition.” 

The credit executive then outlines 
some of the main provisions of the Brit- 
ish regulations, which were enacted ten 
years ago, as follows: 

“1. It is a violation of the law in Eng- 
land to require any member of a trade 
union to make any contribution to a 
political fund being raised by a trade 
union unless the individual worker or 
member formally notifies the union of 
his willingness to do so. If a trade union 
solicits a political fund, a separate ac- 
counting of political contributions and 


funds must be kept by the union and 
reported to the government. In other 
words, the union cannot use its regular 
funds for political purposes and if it 
uses or secures any funds from its mem- 
bers for political purposes it must, in 
effect, advertise this fact and make full 
disclosures. 

“2. Strikes and lock-outs are illegal 
and it is illegal to commence or support 
one if the object of the strike or lock-out 
is other than the furtherance of a trade 
dispute in the industry in which the 
disputants are engaged. Such a strike 
or lock-out is also illegal if it is designed 
to coerce the government directly or by 
inflicting hardship on the community. 
This provision, you will note, makes il- 
legal sympathetic strikes. Penalties are 
provided for violation of this provision. 

“3. Another provision protects per- 
sons refusing to participate in an illegal 
strike or lock-out. The law says these 
people shall not be denied the rights or 
advantages usually accorded to them in 
trade unions or societies because they 
have refused to participate in an illegal 
strike or lock-out. 

“4. The law defines what may be done 
by way of picketing. It says picketing 
is illegal if done in such numbers or in 
such manner that it is likely to intimi- 
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date workers or to cause any disturb- 
ances. Penalties are provided for viola- 
tion of this section. 

“5. Generally speaking, civil service 
employees are prohibited from being 
members‘ of any organizations whose 
primary object is to influence wages or 
working conditions unless such civil 
service group is exclusively composed of 
civil service employees and has no af- 
filiations with prohibited organizations. 

“6, Another provision makes it illegal 
for any public authority to make mem- 
bership or lack of membership in a trade 
union a condition of employment or a 
basis of discrimination between em- 
ployees. Indeed, public authority, na- 
tional or local, is obstructed from enter- 
ing into any contract which requires 
that any person employed by any party 
to the contract shall or shall not be a 
member of the trade union. Any con- 
tract having such prohibited clause may 
be voided. This seems to be a very ef- 
fective way of insuring a contract free 
of such objectionable clauses. 

“7, Penalties are provided for per- 
sons who break a service contract with 
the public authority with reason to 
believe that it will cause injury to the 
community. 

“8, The Attorney-General, or any per- 
son having sufficient interest in the re- 
lief sought, may obtain an injunction 
restraining the application of trade 
union funds in support of an illegal 
strike. 

“The present labor situation has 
tremendously greater political signifi- 
cance than some people realize. Consider 
one big union, with as many as seven 
million members, possessed of dynamic 
leadership. Several million workmen 
with their families could, no doubt, ac- 
count for a total of about seventeen 
million votes. 

“A national candidate for office, sup- 
ported by. such a united group, could 
muster some thirteen and one-half mil- 
lion votes. This would be based upon 
an assumption that the labor candidate 
would secure 80 per cent of the total 
union vote without including any other 
source of votes. 

“In order that these statements may 
not be misconstrued I would like to add 
that I am merely presenting possibili- 
ties, not probabilities. If I were seeking 
to prophesy I would unhesitatingly say 
that the chaotic state of labor adminis- 
tration and leadership, with its uncon- 
trollable and divided forces, gives no 
evidence of a common united approach 
to a political problem wherein labor 
seeks the responsibility of governmental 
office. 

“Besides the labor situation, one of 
the most disturbing influences on busi- 
ness is the matter of the armament race 
between nations,” Mr. Heiman adds. 
“The present programs are not only 
tremendous tax burdens for this and 
future generations but they also under- 
mine our entire civilization. They stand 
as an indictment against the human 
race. They bespeak an irreligious at- 
titude. 
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“War, of course, is a terrible thing, 
but even worse than wars are the pri- 
vation, the suffering and the retrogres- 
sion of civilization which result from 
it. And the aftermath of war, of which 
the recent depression is a prime ex- 
ample, make war costs and war suffering 
seem insignificant by comparison. 

“The world is mentally fatigued. 
There have been so many crises, so 
many surprises, so many new condi- 
tions to face, so many false doctrines to 
overcome that the people of the world 
seem punch-drunk. The prayer of 
civilization should be for a real and 
genuine breathing spell so that men and 
women may regain their composure and 
have time to exercise their better judg- 
ment.” 


What Price—New Leather? 
[CONTINUED FROM PAGE 47] 


arctics and boots, as carried over 
from this season to next, will be worth 
more next Fall than they were last 
Fall. ; 

The old law of supply and demand 
is working again. Rubber is getting 
scarce in the markets of this country, 
and also abroad. 

Rubber recently rose above 25 cents 
a pound, and then dipped a bit. Dur- 
ing the depression low, rubber sold 
at slightly under three cents a pound. 
The recent quotation of 25 cents a 
pound was about a dime higher than 
the 1929 high. 

So much has been the rise of rub- 
ber, as had from the rubber trees, 
that there is increasing activity in the 
reclaiming of rubber and fresh interest 
in the manufacture of synthetic rub- 
ber. 

The rise in rubber is forcing in- 
creases in prices of tires for motor 
cars for the coming Summer, and the 
prospect is that it will also force in- 
creases in the prices of rubber boots, 
arctics and low cuts for next Fall 
and Winter. 

Total stocks of crude rubber, in 
this country were recently reported at 
about 40,000 long tons less than a 
year ago. Some increase in produc- 
tion of reclaimed rubber is reported. 





Proud Record of Shoe Service 


BuFFALo, N. Y.—Twenty-nine years 
as head of the shoe department of Sat- 
tler’s, one of Buffalo’s most widely- 
known department stores, was fittingly 
recognized for Christian Schlenker, 
veteran merchandiser, when the man- 
agement on March 6, presented him 
with a diamond studded goid pin, bear- 
ing the words “Faithful Service.” 

Mr. Schlenker is one of the oldest 
shoe men in the city in active service as 
well as one of the most active. 

He started in the shoe business, as a 
young man, opening a store at 684 Wil- 
liam Street in 1889. He successfully 
operated this store until 1900, when he 
decided to go into the insurance busi- 
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ness. He remained in the insurance 
business until 1908. In the meantime, 
the lure of the shoe business still was 
in his veins and receiving an offer 
from Sattler’s in 1908, he decided to 
cast his lot with them in the shoe de- 
partment, his old love. 

When Mr. Schlenker first took up the 
reins at Sattler’s, his first job was to 
move 1300 pairs of oxfords. He accom- 
plished this in less than two months. 
He made it a practice from the time he 
started to consider himself in the shoe 
business 24 hours a day. As a member 
of numerous organizations, he talked 
shoes at picnics, at holiday gatherings 
and in fact whenever the opportunity 
presented itself. The result was that 
during the years, he has built up as 
large, if not a larger personal clientele 
or following than any other one shoe 
man in western New York. People 
from all over the city come to the store 
and ask personally for him and accept 
his opinion. 

The Sattler store, while known to 
most Buffalonians as a great depart- 
ment store, was originally a shoe store. 
While the shoe department still is one 
of its largest departments, the store 
now has added everything else that a 
modern department store has in stock. 
The store was founded in 1892, two 
years after Mr. Schlenker started his 
own store and during the “Gay Nine- 
ties” the two were keen but friendly 
competitors. 


“If I had my life to live over again,” 
said Mr. Schlenker, “I would choose the 
shoe business. Anybody in this business 
who wants to be of real service to his 
fellow man has plenty of opportunities. 
One of the greatest sources of satisfac- 
tion to me is the many friends I have 
all over the city, who come in here and 
who know me by name. I have made it 
a point to tell the exact truth in all 
my dealings with customers and I have 
found that it pays—not only as a mat- 
ter for the conscience, but in dollars 
and cents. 

“T have been a member of the Buf- 
falo Shoe Retailers Association for 
many years. I have attended 27 of 
their 29 picnics during the last 29 years 
and each one has been a great success 
—in fact they grow better year by year 
and show that shoe people off duty are 
pretty good fellows among themselves. 

“The shoe business has grown better 
every year I have been in it. It is prob- 
ably hard to trace progress from year 
to year but when I look back at 1890, 
when I opened my own store, and com- 
pare the shoes we sold then, with the 
shoes and the service we give today, the 
progress is almost marvelous. Manu- 
facturers are making better shoes than 
they ever made. Science in shoe manu- 
facturing has made as much, if not 
more progress than in any other indus- 
try. The value per dollar is almost un- 
believable when you compare it with 
shoes of 40 or 45 years ago. The ability 
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TIMELY PLEDGE FROM WORKERS 





19,000 Employees Express Their Good-Will and Loyalty 
Towards Endicott-Johnson Corporation in 
Spontaneous Gesture 





March 20, 1937 





A PLEDGE AND THE REPLY 


Expression of Perfect Confidence Makes 
It Possible to Go on to a More 
Hopeful and Happier Future 





Confidence in the management was demonstrated today when petitions, signed 
by practically all EJ. wears, mere presented to of the compaay, under the fol- 
caption: 


“Faith in our Leaders. E. J. Workers pledge Loyalty to their 
leaders, Mr. George F. Johnson, Mr. George W. Johnson 
and Mr. Charles F. Johnson, Jr. This pledge is our homecoming 
greeting to Mr. George F. Johnson. At this time when industrial 
strife is rampant throughout the nation, when Capital and 
Labor are in the throes of suspicion and distrust with each 
other, hurling open accusations at the other and attempting 
to impair the security of industry by their efforts to dominate, 
we want to stand by that old proverb ‘Hold Fast to That Which 
Is Good’ so, with this, we, the Endicott Johnson Tanners, 
Shoemakers and Rubber Workers desire to PLEDGE OUR 
LOYALTY AND GOODWILL to our leaders, and express 
our complete confidence in their leadership, and our willing- 
ness to abide by whatever decisions they may consider necessary.” 











BINGHAMTON, N. Y.—Bundles of 
pledges signed by thé 19,000 workers 
of the Endicott-Johnson factories, were 
handed to George W. and Charles 
Johnson last Saturday morning as a 
sign of loyalty, friendship and good- 
will by the workers to the manage- 
ment of that company. The pledges 
were later forwarded to George F. 
Johnson, chairman of the board, who 
has been on a vacation at his home in 
Florida. 


Coming as it does, at a time when ° 


sit-down strikes and lawlessness have 
spread the country over, the message 
is a splendid token of the voluntary 
expression of good-will between work- 
ers and management. Newspapers, 
the country over, have commented on 
the significance of the action and the 
square deal policy of the Endicott- 
Johnson Corporation which has been in 
effect for nearly half a century. 
Endicott-Johnson maintain an aver- 
age weekly wage the year round of 
more then $27—in contrast to the pay- 
roll statistics of the shoe and leather 
industry of an average of $17.45—as 


compiled by the United States Bureau 
of Labor Statistics. 

“This is our answer to the problem 
of industrial unrest now sweeping the 
country,” said Mike Kingsley, who 
headed the committee. Upon receipt of 
the pledges by George F. Johnson, in 
Florida, he acknowledged as follows: 

“We are more than complimented 
under existing conditions to have such 
a splendid endorsement by and from 
the workers. Nothing in the world 
could be stronger or express loyalty 
better. We may now feel certain that 
we have our workers’ perfect con- 
fidence and will go on to a more hope- 
ful and we trust happier future for 
our entire organization.” 





Open New Shoe Department 


Betoit, Wis.—Chester’s, local store, 
has opened a new shoe department fea- 
turing a complete line of women’s Paris 
Fashion shoes under the management 
of Lawrence B. Hill, for the past nine 
years manager of Tradehome store. 
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All Are Invited to Help 
Build Style Program 
[CONTINUED FROM PAGE 21] 


Roof of the Waldorf with prominent 
business leaders and style authorities 
as speakers. 





MONDAY PROGRAM 


N.S.R.A. Fall Style Conference 
10:30 A. M., April 5, Starlight 
Roof, Waldorf-Astoria 


L. E. Langston, Executive Vice-President, 
National Shoe Retailers Association, pre- 
siding. 

L. F. Tuffly, President, National Shoe Retailers 
Association, will open the meeting with an 
address on “The Value of the Style Con- 
ference to the Shoe Industry." 

Merrill Watson, Executive Vice-President, Tan- 
ners' Council of America—'Values and 
Prices in 1937". 

Channing E. Sweitzer, Managing Director, 
National Retail Dry Goods Association, 
“Problems Before Us". 

lra Hirshman, Vice-President, Saks Fifth Ave- 
nue, "The Twins of Shoe Promotion". 

George Mealley, Chairman Color Committee, 
Tanners’ Council of America, ‘Shoe Color 
Selections for Fall, 1937". 

Jessica Daves, Managing Editor of Vogue, will 

present the general fashion background for 

Fall _ Winter, 1937, with screen illustrations 

in color. 








The Men’s, Women’s and Children’s 
Style Committees will meet at 10 a. m., 
on Tuesday, April 6. 

As a special second day feature, the 
Arrangements Committee plans a 
unique and practical arrangement for 
the conduct of the Women’s Style 
Committee meeting to be known as a 
“Court of Shoe Style Opinion,” before 
which “Burning Questions on Shoe 
Styles” will. be presented. The court 
will be composed of nine well-known 
merchants (not necessarily nine old 
men). A jury of women, nationally 
known in the fashion research field, 
will be prepared to present their find- 
ings upon questions brought before the 
court. 

Harold S. Hart of Jay-Thorpe, Inc., 
New York City, chairman of the Wo- 
men’s Style Committee, will serve as 
chief justice of the court. L. E. Langs- 
ton, executive vice-president of the 
N.S.R.A., has been appointed by the 
Arrangements Committee to serve as 
the presiding officer for the conduct of 
the court. 

The Men’s Style Committee meeting 
will convene in Le Perroquet Suite, 
under the direction of Joseph T. Geut- 
ing, Jr., of A. H. Geuting Co., Phila- 
delphia, chairman of the Men’s Com- 
mittee; the Children’s Committee will . 
convene in Assembly Rooms L and 
M and will be under the direction of 
John H. Downey, Hutzler Bros., Balti- 
more, chairman of the Children’s Style 
Committee. 
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letter carrier is on his feet all day long. 

The linings of his shoes are subjected to 
extreme weather conditions as well as con- 
stant foot friction. That’s the reason such a 
large percentage of letter carriers’ shoes are 
lined with specially woven Pepperell Wear- 
proof Shoe Lining Fabric. As evidence of its ex- 
ceptional wearing quality, no one has ever com- 
plained that this fabric has torn, in use, during the 
thirty-five years it has been on the market. You'll 
build a sound volume of repeat sales with work 
shoes lined with Pepperell Wearproof Fabric. 


DEPPERELL 


PEPPERELL MANUFACTURING COMPANY 


y a he SHOE FABRICS DIVISION ¢ 160 State Street, Boston, Mass. 
FABRICS Branch Offices: PHILADELPHIA + CincINNATI + St.Louis + MILWAUKEE 





GETS THE 
VOTE 


of Shoe Store Managers 
Throughout the Country 


Ih’s atways interesting to know what others in your 
line of business are doing. 

So we reproduce above the carpet pattern which is one 
of the most popular shoe store patterns in the Mohawk 
Line. It is modestly figured in two shades of blue. 

This luxurious, deep-pile carpet not only provides a 
lovely background for any new pair of shoes, but also forms 
a soft, comfortable foundation for the first testing steps. 

There are scores of equally beautiful patterns in several 
grades and weaves in the 1937 Mohawk Line. So you 
may easily find, or we will design especially for you, a 
floor covering that suits your needs at a price very close 
to what you want to pay. 

Wire collect to the nearest Mohawk Office to obtain 
without cost the assistance of the Mohawk Advisory Ser- 
vice to aid you in solving your floor covering problems. 


MOHAWK CARPET MILLS 


GENERAL SALES OFFICE: 295 FIFTH AVE., NEW YORK 


Regional Sales Offices: 
Atlanta Boston Buffalo Chicago Cim a | 
Denver DesMoines Detroit HighPoint -.ansasCity Los Angeles 
Philadelphia Pittsburgh San Francisco Seattle St. Louis 
1937, Mohawk Carpet Mills, Inc. 


Cleveland Dallas 
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Developing Junior Salesmen at Fyfe’s 

Detroit—-A system of apprentice training, placed 
in operation sometime ago by R. H. Fyfe and Com- 
pany in cooperation with the Detroit Board of Edu- 
cation, is developing capable junior salesmen for the 
organization and providing unusual opportunities for 
the youths involved at their entrance into business. 

Small groups—about half a dozen at a time—are 
being trained in this manner, since a smaller group 
is easier to work with individually than a larger 
number. The apprentices are selected by Otto Seilaff 
of the Board of Education from a group of several 
hundred available, for the especial requirements of 
the store. Knowing what Fyfe’s wants, and knowing 
the individual abilities of the youths, Seilaff, as an 
experienced vocational director, can see to it that the 
square pegs get in the square holes. 

These apprentices are in nearly every case high 
school graduates, although this is not an essential 
requirement. They are given a six months’ course in 
retail selling at school, spending the mornings at 
school, and working in the afternoon at the store. In 
this way, they efficiently combine theoretical education 
with practical training, learning the application of 
what they are taught at school in a well-rounded out 
manner. ‘ 

Boys are placed on stockroom work for the start— 
and they are given an occasional opportunity to fit 
shoes on the floor as well, so that they learn gradually 
the knack of waiting on customers. As they progress, 
they are given more opportunities to go into the sell- 
ing field. 

Classes in selling are conducted once a week for 
these new salesmen, under the capable direction of 
Steven J. Jay, personnel manager of the company. In 
addition, they are coached individually by the more 
experienced salesmen of the store—usually those who 
have been there at least twenty-five years. These men 
are able to give the youngsters invaluable advice in 
the psychology and practice of shoe retailing, which 
only years of experience would otherwise teach. 

The apprentices are placed in the shoe repair de- 
partments for a certain part of their course. This is 
considered a good place to learn all about the con- 
struction of a shoe. In order to talk intelligently to 
the customer about shoe repairs the apprentice must 
quickly learn the essential parts of a shoe and how 
shoes are built. Seeing them in process of rebuilding 
explains the construction of the shoe, as perhaps no 
abstract study could ever do. On even a busy day, 
these youngsters are developed so that they can handle 
the department entirely themselves. 

Girls also fit into this scheme of apprentice train- 
ing. They are usually given a place in the cashier's 
office, rather than in the stockroom, and there they 
learn other details of store routine. Later, they, too, 

[TURN TO PAGE 56, PLEASE] 








1, MILLER HOSIERY keyed to the shoes in color and style... 


I. MILLER sponsored HANDBAGS, designed to blend with 
new shoe fashion themes... 
Both timed and styled at the one source to sell with new 


|. Miller shoes when they are received. 


Both backed by a program of national advertising that 
makes them logical “fashion companions’ for |. Miller shoes 
..because |. Miller alone designs “all three” 


Specialty stores, shoe stores, great department stores 


throughout the country have seen the handwriting on the wall 
and are adding accessory sales in their shoe departments. 


IF YOU WERE AN I. MILLER DEALER in any of these three groups, you 
would now be profiting by the |. Miller “Accessory Affinities” 
program, with an increased volume of accessory sales...and 
with an increase in fashion prestige that would enable you 
to set the pace for fashion merchandising in your city. 
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THE ADRIAN 


X-HAY 


The Greatest Contribution 
to the Science of 
CORRECT FITTING 


—Therefore to FOOT HEALTH 


It is by far the most accurate and intelligent fitting 
method. With X-Ray you are fully equipped to ren- 
der an invaluable service to your customers. Foot 
Health is dependent on correct shoe fitting. And the 
physical well-being of your t depends on 
both. Previous misfits and causes of foot discomfort 
can be SEEN, caught, and corrected with X-Ray fit- 
At the same time, an Adrian X-Ray installation 
will illustrate 
your sincere ef- 
fort to keep your 
store ahead, and 
more efficiently 
serve your cus- 
tomers. 





at Ng 


« 
a £ 
x 


The Adrian X-Ray 
Standard Model 
with new Improved 
Operating Switeh. 


“A 
7“ 


May we send our repre- 
sentative and additional 


information? 


Adrian X-Ray Shoe Fitter, Inc. 


3535 N. PALMER MILWAUKEE, WISCONSIN 
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Developing Junior Salesmen at Fyfe’s 


[CONTINUED FROM PAGE 54] 


fit into the selling organization—Fyfe’s has a large 
und competent staff of salesgirls. 

The individual apprentices selected are often those 
with a favorable personal background, which qualifies 
them to appreciate the advantages of a permanent 
Fyfe connection. Through this and the helpful train- 
ing which they are given, a solid and loyal esprit de 
corps has been built up among these young salesmen. 
The proof of the pudding—that they have developed 
into good junior salesmen at the end of only one 
year’s training. 


Problems in Children’s Shoe Retailing 


DaLias—The greatest problems which confront a 
store which specializes in children’s shoes come, not 
from children, but from their parents. This is the 
opinion of Henry Burstine, who for the past four 
years has operated Henry’s Juvenile Shoe Store, in 
Dallas, Texas. According to Mr. Burstine—or Mr. 
Henry, as he is called within the store—the selling 
of children’s shoes offers difficulties to the sales- 
people which are not encountered in selling adult 
footwear. Whereas a transaction in selling shoes to 


| ‘a man or a woman concerns only the person being 


fitted and the salesman, if a child is being fitted the 
transaction involves the child, the parent and the 
store. And quite often, says Mr. Henry, the person 
most vitally concerned—the child—is not even present. 

“There is a very great need just now,” he declared, 
“for an educational program designed to instruct 
parents in the buying of shoes for their children. 
Parents, who in every other way are completely mod- 
ern, will often come into my store and ask for a pair 
of children’s shoes, giving only the age of the child. 
While in infants’ shoes age may be a guide to the 
correct size, it isn’t for growing children. And the 
fact that children do grow like weeds is not always 
taken into consideration by parents. Sometimes they 
will simply come in and ask for the same size of shoe 
they last bought for the child.” 

The rule of Henry’s Juvenile Shoe Store is to give 
the parent a half size larger in a shoe than the num- 
ber asked for. It is always suggested—but the sug- 
gestion is not always taken—that the child could be 
more accurately fitted by bringing him or her into 
the store. 

“Although the public seems to have absorbed the 
idea pretty well that faulty posture, or bad lighting, 
can do disastrous things to a child, the dangers of 
misfit shoes seem to be unknown to a large percentage 
of the population,” said Mr. Henry. “Fallen arches, 
bunions, ingrown nails all may come from badly 
fitted shoes. On the other hand, the belief persists that 

[TURN TO PAGE 59, PLEASE] 
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THE LASTS THAT BRING 


NATURAL 


FREEDOM 


_IN FREE TREAD SHOES 


365, 368, 375 lasts 
Elevations 2; 3 and 4 


369 last 
Elevation 1 


Wine spread, fast growing demand for Free 
Tread Shoes comes from the exceptional fit- 
ting features of the special Free Tread Lasts. 
They provide a unique group of common 
sense principles assembled in a single shoe. 
Here are the facts that will aid your selling 
and speed the buying: 

Wider Tread permits the foot to lie flat, re- 
laxed, in a natural, comfortable position. 
Straighter Inner Line takes pressure off the 
big toe. 

Longer Fore Part gives ample room for all 
five toes. 

Wider Shank, raised on the inside, lowered 
on the outside, gives firm support and cor- 
rect balance. 

Snugly Fitted Back Part and tilted heel seat 


holds the foot securely, prevents crowding 
forward, ends heel slip. 


These features are provided in all Free Tread 
Shoes. The four Lasts illustrated above trans- 


374 Bunion last 
Elevation 2 


380 last 
Elevation 2 


late these principles into four different heel 
heights, with modified toes. 


@ 369 Last is the basic last, Elevation One 
(10/8 heel). Anatomically correct toe, 
straight inside line, broad shank, easy fit over 
the ball of the foot, short back part, and nar- 
row heel. An ideal shoe for corrective fitting. 


@ 365 Last, Elevation Two—12/8 heel, with 
modified toe. Moderately straight inner line. 
A beautifully proportioned corrective shoe. 
368 is a duplicate in Elevation Three, 14/8 
heel. 375 is a duplicate in Elevation Four, 
16/8 heel. 


@ 380 Last, Elevation Two—12/8 heel is liked 
for purely corrective work. Same arch and 
heel development as 365 with a broader toe. 
Straight inner line. 


© 374 Last, Elevation Two—Used for extreme 
bunions—is standard in ball measure, four 
widths over in tread—four widths under in 
heel measurement. Outflare type. 


W. B. COON CO. 


37 CANAL ST. 


ROCHESTER, N. Y. 


NEW YORK OFFICE 


910 Marbridge Bldg. 
34th St. and Broadway 


CHICAGO OFFICE 


506 Security Bldg. 
189 W. Madison St. 
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TAKE A TIP FROM THE 
MEN WHO WEAR 


San-Cord 


TUFF-GRIP 
Cord -on-End.....non- Ship 


SAFETY SOLES 


Pan-Cord Soles 
Give me real - 


service andon 


my job that 


means mere 


You need a 


tovoh so/e 

which wil/ sTand 

V4 mn al/ kind s of 

weather on my 
Joo: 


This new safety sole is built to take the severe pun- 
ishment of heaviest service—and to come up smil- PATENT 


ing. Once a man discovers Pan-Cord Tuff-Grip, NUMBER 
he becomes a booster. These soles, in tan and non- 1,935,519 
marking black, with heels to match, on your next 

service and boys’ shoes will make happy customers 

—better business. 


PANTHER PANCOM 370“ 


the Pan- 
COM PANY Dpi a f 
non-shpping ~ bat 


Gripping’ “gual hes 
A MAGNIFIED CROSS-SECTION = : 
VIEW OF THE PAN.CORD SOLE more an J more 
the fonger we 
wear them - 
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Problems in Children’s Shoe Retailing 
[CONTINUED FROM PAGE 56] 


all high heeled shoes are fundamentally harmful. 
While the placing of high heels on too young girls 
is of questionable taste, there are actually many more 
injurious practices in buying shoes.” 

Rules for the successful operation of a store spe- 
cializing in children’s shoes exclusively, as followed 
by Henry Burstine, include: 

Have a wide range of stock and as many distinct 
styles as in women’s shoes. 

Employ experienced shoe salesmen, who know 
enough about the business to instruct parents as well 
as to sell to children. 

Use tact and diplomacy in handling parents, but 
keep in mind the best interest of the children. 

Heed children’s complaints about the shoes they 
are being fitted into. If a child says the shoe hurts, it 
probably does. 

Colored shoes are always high favorites with chil- 
dren, and a few white shoes for both small girls and 
small boys should be kept in stock the year ‘round. 


Merchants Watch Chiropody Bill 


Boston, Mass.—A bill introduced in the Massachu- 
setts Senate establishing a board of registration in 
chiropody has attracted the attention of retail mer- 
chants because of the wording used in defining what 
constitutes the practice of that profession—“the ex- 
ternal treatment of the structures of the human foot by 
medical, surgical or mechanical means.” 

It was contended at a recent hearing by merchants 
and some of their representatives who were present 
that the use of the word “mechanical” might be con- 
strued to prevent the fitting of arch supports in shoes 
and might even go so far as to prevent the manufac- 
turer from including a built-in arch in the shoe. 

Among those who attended the hearing were James 
H. Stone, secretary of the New England Shoe and 
Leather Association; Daniel Bloomfield, of the Retail 
Trade Board; Frank B. Masterson, president of the 
National Shoe Wholesalers’ Association; and Marcus 
McWeeny, manager of the shoe department at Ken- 
nedy’s, men’s store of this city. 


Law Requires Day of Rest 


Mapison, Wis.—Gov. Phillip F. LaFollette on 
March 10 signed the Sieb bill (21 A), which requires 
factory and mercantile employers to permit their em- 
ployees at least 24 consecutive hours of rest in every 
seven consecutive days. The bill further provides 
that the employer shall not permit any employee to 
work for him during such 24-hour consecutive period 
“except in case of breakdown of machinery or equip- 
ment, or other emergency.” 





SURE YOU 


Would you like 
to feature a spe- 
Cialized service, 
free from cut 
rate competi- 
tion, that builds 
a steady stream 
of satistied, re- 
peat customers 
for your store? 
Would you like 
to get the real 
edige on compe- 
tition? Sure you 
would! Then, 
why not feature 


WIZARD FOOT 
RELIEF ? 


Write immediately 
and learn about 
the WIZARD WAY 
ole p ¢=Yoh t=) am ob ce) 804: 


and morecustomers. 


THE 
WIZARD 
COMPANY 


ST. LOUIS, MO. 
WALSALL, ENG. 
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T. W. GARDINER COMPANY -: LYNN, MASS. 


GARDINER LASTS 


For two generations New England Shoe Manufac- 
turers have proved to their own satisfaction that 
Gardiner Lasts reflect Smart Fashions and Depend- 
able Styles. 

Because of its constant affiliation with New York and 
Chicago style centers, T. W. Gardiner Company is 
able to give the Shoe Trade of New England av- 


thentic service at all times. 


THE LAST WORD 


UNITED 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 
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REGIONAL JS SERVICE 
IN 


The individual and collective experience ana 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE ROCHESTER, N. Y 


v. W. GARDINER CO. KRENTLER BROS. CO, 
LYNN, MASS. ST. LOUIS, MO. 


UNITED LAST CO. KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 


stewart & potrenco. THE LAST WORD  ynitep tastco., trp. 


BROOKLYN, N. Y. U N | T FE D MONTREAL, P Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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ARUN came Bagemer™ 
THE EVER GROWING FAMILY OF SHOE MATERIALS 


made with “LASTEX” YARN 


The idea of using “Lastex” yarn to make gorings 

that stretch and cling for fit and comfort keeps 

“a’growin’ and a’blowin’.” “Lastex” in shoes is 

not a passing fancy of Fashion. It is a continuous 

and permanent contribution to finer shoe mak- 

ing. The magic of “Lastex” to create gorings that 

mould and hold the foot, with perfect comfort, 

is applied to leathers as well as to fabrics. Every 

shoe manufacturer, retail buyer, designer and 

stylist should see the brilliant new designs, 
ieitehiicil Nf ol the beautiful new materials, in “Lastex,” at the Seindennin inl Miia ables, 
pe Geen sane pete yor Opening Showing of American Leathers for went, nade wlth “Laden.” Designed 
“Lastex.” Designed by Alfred Vamos. Fall, by the Tanners’ Council of America, at the by Alfred Vamos. 

Waldorf-Astoria, April 5th and 6th. No man or 

woman connected with designing, making or 

selling women’s shoes, in any capacity, can afford 

to be without up-to-date and accurate informa- 

tion on the development and possibilities of 

modern goring, made with “Lastex” yarn. 


All shoe materials made with “Lastex’” yarn are distrib- 
uted to the trade through Alfred Vamos, 450 Marbridge 
Bldg., New York City. Six of his new and original designs 
employing goring made with “Lastex” yarn are illus- 
trated here. 


For booklets, names of manufacturers and general infor- 
"Pleatex''gores,being pleated leather mation on the uses and advantages of “Lastex” yarn in Black suede. Black patent trimming. 
over "Lastex" fabric. U.S. Patent No. shoes, bags, hats or any other item of apparel for men, Mesh adjustment, made with" Lastex." 


2,059,747. Designed by Fashion Plate. women or children, write to the address below. Designed by Alfred Vamos. 


Black Stardust step-in, with net gores, Green kid bootee. Kid gore adjust- Black suede step-in. Suede gore ad- 
made with "Lastex."” Designed by ment, made with "Lastex.'’ Designed justment, made with “Lastex.” De- 
Alfred Vamos. by Alfred Vamos. signed by Alfred Vamos. 


pe ie MIRACLE YARN THAT MAKES THINGS FIT 
S. PAT. OFF. « atin ‘ 
fot 


An elastic yarn manufac- 20S tured exclusively by United 
States Rubber Products, Inc., ; 1790 Broadway, New York City. 
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NATIONAL NEWS 








SHOE SITDOWNERS IN DETROIT 





Six Downtown Chain Shoe Stores Affected, But Police Execute 
Surprise Maneuver and Occupy Premises 


Detroit — Detroit’s sitdown shoe 
strikes in six downtown chain stores 
proved to be the first scene of vio- 
lence in the wave of two hundred or 
more sitdown strikes that has swept 
the city lately. Numerous other strikes 
in stores, factories and offices had been 
allowed to go their way without police 
interference—including the three and 
a half-day closing of Crowley Milner 
and Company, second largest depart- 
ment store. 

Shoe stores involved and number of 
employees found in the stores were: 
Wise Shoe Company, fifteen men; A. 
S. Beck Shoe Company, twenty-nine 
men and women; Baker Shoe Store, 
sixteen men and women; Allen Shoe 
Store, eighteen men; Nisley Shoe Com- 
pany, eighteen men, at two stores, in- 
cluding the national outlet store of 
the company. In most cases, these 
strikes had been going on just about 
a week, mostly beginning during the 
Crowley Milner strike, which ended 
in a truce on Monday, March 15. 


Federation Repudiates Strike 


On Wednesday following, Frank and 
Seder, another large department store, 
was struck and closed about noon, but 
raided by police at night, with no re- 
sistance from the strikers. Police in- 
vestigation brought to light criminal 
records on the part of some of the 
strike leaders here, and the claim was 
made that the strike was started and 
the store seized by men not in the 
employment of the store, with the ex- 
ception of about fifteen employees out 
of some five hundred, who were union 
members. This situation was given 
prompt newspaper publicity, and helped 
to turn much public sentiment, hither- 
to generally favorable, against the 
strikers generally. The Frank and 
Seder strike was also repudiated by 
the Detroit Federation of Labor exec- 
utives, who felt that it had been called 
without authorization. Frank Martel, 
president of the Federation, went per- 
sonally to the store with Governor 
Frank Murphy and Mayor Frank 








DATES TO REMEMBER 


Easter Sunday ............. March 28, 1937 


Official Leather Openings, Tanners’ 
Council of America, and N.S.R.A. 
Style Conference for Fall, Waldorf- 
Astoria Hotel, New York 

April 5, 6, 1937 


Fall Showing Shoe Fashion Guild of 
America, “Inc., Hotel Biltmore, New 
York May 3, 4, 5, 1937 


Pacific Northwest Shoe Retailers, An- 
nual Convention, Hotel Davenport, 
Spokane, Wash. 

May 30, 31, June 1, 2, 1937 


Ohio Shoe Retailers’ Association An- 
nual Midwest Shoe Fair, Hotel 
Netherland Plaza, Cincinnati, Ohio 

June 6, 7, 8, 1937 


California Shoe Retailers Annual Con- 
vention, Hotel St. Francis, San Fran- 
cisco, Calif......... June 14, 15, 16, 1937 


Illinois Shoe Retailers and Travelers 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill...June 20, 21, 22, 1937 


Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
William Penn Hotel, Pittsburgh, 
WW thacads cudes Seas July 18, 19, 20, 1937 





Couzens to end the strike situation. 
Friday afternoon, about 12:30, some 
two hundred police and detectives in 
squads of thirty each, who had been 
secretly mobilized at Police Headquar- 
ters, rushed out in a surprise move 
upon the six shoe stores, entering them 
upon their arrival. At the Beck, Baker, 
and Woodward Avenue Nisely store, 
police broke in the glass doors to gain 
entrance. Elsewhere, the _ strikers 
opened the store to them. 
Questioning of the employees in- 
volved disclosed only one outsider in 
them, and he was proved to be a 
legitimate visitor, police said. This 
confirmed the earlier impression that 
the shoe strikes, as distinct from 
other local strikes, had involved only 
regular store employees. Police said 








that such a sitdown strike, as long as 
it remained peaceful, would still not 
be interfered with. The strikers in 
the stores raided were not evacuated, 
but decided to leave shortly afterward. 
The store managements took over the 
premises and prepared the store and 
trimmed windows Friday night, pre- 
paring for Saturday opening in all 
cases, 


Store Closes Voluntarily 


The Earl Store, almost next door 
to the Wise store, was closed voluntar- 
ily by the management, with manager 
Earl C. Gregg locking the doors him- 
self, to prevent any possibility of 
trouble. This action indicated the de- 
gree of difficulty experienced in shoe 
store operation in the city during the 
past two weeks. 

Stores reopened Saturday with reg- 
ular policy. Police guards were main- 
tained outside the stores which were 
struck, but no trouble was reported 
from any of them. The striking em- 
ployees were taken back by the man- 
agement, apparently in every case. 

Sales were very low on Saturday, 
only a week before Easter, being 
twenty-five per cent or more off gen- 
erally. The strike apparently had lit- 
tle effect on the business, however, and, 
in fact, numbers of customers came 
downtown Saturday especially to buy 
shoes, as indicated by comments over- 
heard by the RECORDER correspondent 
on street cars Saturday. The fact that 
these popular priced stores had been 
closed several days did throw some 
additional shopping business on to 
Saturday. What killed business, as 
reflected in all stores, including such 
stores as R. H. Fyfe and Company 
and Stuart J. Rackham, Inc., unaf- 
fected by the strike, was a two-inch 
snowfall in the morning, turning to 
deep slush, with intermittent snow 
during the day. This came too late 
in the season even to help the rubber 
and galosh trade. 





Wills Made Merit Manager 


WAPAKONETA, OHIO—Emerson Wills, 
of Greenville, has been named manager 
of the Merit Shoe Store in this city, 
succeeding John Regan, of Lima, who 
has been in charge since the store was 
established here about a year ago. 
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Workers Vote To Join 
New Shoe Union 


Boston, Mass.—The new shoe union, 
projected some time ago and known 
as the United Shoe Workers of Amer- 
ica, became an accomplished fact on 
March 17, when members of the United 
Shoe and Leather Workers Union and 
the Shoe Workers Protective Union 
voted to throw in their lot with the 
new union, under the leadership of 
the Committee for Industrial Organi- 
zation, (CIO). Original plans called 
for the merging of four unions, but 
two of these, the Brotherhood of Shoe 
and Allied Craftsmen and the Amer- 
ican Shoe Workers Union, voted down 
the proposal to join the others. 

The Brotherhood, so-called, is a 
Brockton union. The American Shoe 
Workers Union is confined largely to 
the Lawrence, Mass., area. The two 
merged unions have locals in Lynn, 
Lowell, Salem, Newburyport and other 
centers north of Boston. 

Not included in the movement, of 
course, is the Boot and Shoe Workers’ 
Union, affiliated with the American 
Federation of Labor, which has a 
strong organization in Brockton and 
in Haverhill and which is now con- 
ducting organizing work, it is under- 
stood, in Maine. 


Four New Physical Culture 
Stores Opened 


New YorK — Within the past week, 
four new shoe stores were opened by 
the Physical Culture Shoe Company in 
and around this city. The first store 
was opened on March 13 at 57-18 
Myrtle Avenue, Ridgewood, Queens. 
This opening was followed by the open- 
ings of three more stores on three suc- 
cessive days, March 18, 19, 20. The 
first was opened at 605 Central Avenue, 





w 
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Shoe Men Discone Store Modernization 





At the Brown Plan conference seated in the center from left to right in the front are 
Mr. and Mrs. Edward Burns of El Centro; T. H. West, Southern California representa- 
tive of the Brown Shoe Co.; Fred Sterling; Bob Matchett; Kenneth Bushell, and his 
assistant, Fred Kelley. On the next row back is Stanley Turner, auditor of the Brown 
Shoe Co.; Joseph Boecher, Mrs. Fred Sterling, Mrs. T. H. West, Jim Goodbam, Gupton 
V ogt, Ed. Hilborn, J. Bornstein, J. Hillis, Glen Shoemaker, George Sebastian. Standing, 
James Helt; Bob Jones, Brown representative in Southern California; Roy Kain; C. E. 
Bradley, head of the Brown Plan Division; Ignatius Casper, R. P. Schultz, Emil Colbert, 
R. E. Winslow, E. R. Copeland, and Lace Hemphill. 


Los ANGELES, CALIF.—The Spring 
conference of the Southern California 
Brown Plan shoe men, recently held in 
the Hotel Hayward, was attended by 
C. E. Bradley of the home office of 
the Brown Shoe Co., of St. Louis, and 
by S. A. Tanner, field auditor of the 
company with offices in San Francisco. 
Better merchandising, better store op- 
eration and planning was discussed in 
a two-day session. Considerable inter- 
est was shown in the collective newspa- 
per advertising program which was 


presented by J. A. Voght. An advertis- 
ing committee, appointed to represent 
the group in this matter, consisted of 
James Helt of Glendale and Bob 
Matchett of Santa Monica in addition 
to Mr. Voght. 

One direct outcome of the conference 
was the uniform belief that the mod- 
ernization of stores was of the utmost 
importance. Steps will be taken by all 
stores present toward immediate action 
in modernizing their establishments. 





East Orange, New Jersey; the second 
at 4508 13th Avenue, Brooklyn, N. Y.; 
and the third at 2151 86th Street, 
Brooklyn, N. Y. 





All these new stores are featuring a 
complete collection of women’s and 
children’s Physical Culture shoes for 
Spring. 





ENGLAND 


CUT 


WAL 
SOLES 


and SOLE 


LEATHER 
NGLAND WALTON DIVISION ¥ A. C. LAWRENCE LEATHER CO - BOSTON 


1937 . 
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PRINTING THE SHOE NEWS 
FOR SPRING AND SUMMER 


As new as the new season—cotton prints 
for Spring and Summer Slippers. Middle- 
town footwear captures the proper print 
spirit and presents a line of Spring and 
Summer slippers that will make headline 
news with every volume minded merchant. 
Here's a line of slippers that will sell big! 
A line of slippers you should look into if 
you are looking for a profitable Spring and 


Summer season. 


Retailing from $2.50 to 
$4.00, Middletown slip- 
pers are well within every 
woman’s price range. And 
at that low price, you'll be 
selling more than a single 
pair to each customer. 
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SPRING-TO-FIT 
The Simplest Shoe Form You. Can Use! 


Insert it in your shoes — and, presto! 
Tair - 


There’s the simplest, easiest, and most ser- 

viceable shoe form you can use. No trick 
ee Oe gadgets to get out of order. An easy-to-use 
shoe form that does a complete job in dis- 
playing your shoes properly. 
Spring-to-fit shoe forms are ideal for win- 
dow displays, for show room ‘lines, for 
salesmen’s samples. Handy, invisible in- 
side the shoes, and extremely light in 
weight. Write us now. We'll send you all 
the details. 


SHOE FORM CO., INC. 
AUBURN, N. Y. 


For full information telephone the nearest 


branch office of United Shoe Machinery Corp. 








Licensed Manufacturing Branches 
United Last Co., 


Northampton 
England 


Melbourne, Australia France Mexico City, Mexico 


Ltd., Montreal, Canada 


Frankfort 
Germany 
Paris 











Celebrates 85th Birthday 
PETERSBURG, IND.—D. S. Osborn, old- 


est native-born citizen of Petersburg, 
one of the pioneer shoe and boot mer- 
chants and for the past 25 years en- 
gaged in the shoe-repair business, has 
recently celebrated his 85th birthday. 
He is hale and hearty and is found at 
his shop practically every day in the 
year. 

Mr. Osborn is the son of the late 
Elias Osborn, a soldier of the war of 
1812. His father enlisted for service 
in New York when but 13 years of age 
and came to Petersburg about four 
years later. He served as a justice of 
the peace for a good many years and 
for several years Harper’s Weekly 
quoted weekly from “Squire Osborn’s 
Sayings.” His decisions in cases 
brought before him and his interpreta- 
tions of the law would have reflected 
credit on a Supreme Court Justice. 

D. S. Osborn and his brother, the late 
Elias Osborn, Jr., for many years own- 
ed and operated the largest boot and 
shoe store in Petersburg. He is widely 
known to the trade in southern and 
central Indiana. D. S. Osborn lived 
here when Petersburg was one of the 
leading towns along the old Erie canal, 
with wool atid cotton mills, tanneries, 
distilleries and many other industries 
flourishing here. “Them were the days,” 
Mr. Osborn commented the other day. 

He says he has made boots in his 
days for many Governors, United 


States Senators and members of Con- 
gress. 





Butler’s Open New Branch 


Daytona Beach, Fla—This new store, the 
17th in the Butler chain, opened recently 
in this town, presents an ing ap- 
pearance at night. The neon sign over the 
entrance coupled with the indirectly light- 
ed windows and foyer makes up a brilliant- 
ly lighted exterior which commands the 
attention of the passerby. 

The interior, in keeping with the front 
of the store, is done’ in the modern man- 
ner and completely air-conditioned. The 
fixtures, display cases, hosiery and ~~ 
counters, chairs and the floor 
all seat pol out in a circular effect, creating 
a novel and pleasing atmosphere in this 
new Butler store. 





Herbert Lehmann Returns 


From Abroad 


New YorkK—Herbert Lehmann, pres- 
ident of Herbert Lehmann, Inc., has 
just returned from a six-week trip 
through the style centers of Europe, 
and remarked upon the preponderance 
of colored footwear seen on the 
Riviera. 

The only new note which took place - 
at the couturier openings, which would 
be reflected on the shoe field, is the 
certainty of evening gowns being 
shorter this coming Fall season. 

“After all,” said Mr. Lehmann, “the 
length of evening gowns these past 
few years has definitely hurt the sale 
of evening shoes, due to the fact that 
the shoe was almost entirely covered— 
and women, therefore, were not as 
particular about new styles and new 
shoe materials, as they would ordi- 
narily have been if the shoe were ex- 
posed to the eye.” 

This shortening of the evening dress 
will certainly increase the sale of eve- 
ning shoes, and for this reason, Her- 
bert Lehmann, Inc., is having made in 
France excitingly new brocades, sam- 
ples of which will be shown in April. 

The fabric shoe which heretofore 
was either dyed to match, or harmonize 
with the evening dress, is definitely 
on the wane, and colorful metallic 
brocades are the new thing. 
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THE QUALITY 


MESA 


‘ee | 


BOX TOE 


Sees 


Pee wed 


. . . Whenever they stop to 
look at their shoes during wear 
— perhaps to tie a shoe lace 
— or when they are carefully 


inspecting a pair of new shoes 


before buying — that important 





first glance always falls on the toes. 





. « « That’s why it pays to be- 
gin at the toes to build sales 
appeal into your shoes... And 
that’s why every day more and 
more of the shoes being sold 
carry Celastic. It’s the box toe 
that builds a permanent appeal 
of smoothness, neatness into the 
toes of your shoes that means 


more new sales — more repeat 





sales. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, 


MASSACHUSETTS 











Men's Shoes 


“HIGHEST GRADE ONLY” 
MASS. 


AST WEYMOUT .S.A. 








Dancing Shoes and Taps 





Pat. Tap Slippers 
IN STOCK 











Henry Craig 

PorRTLAND, OreE.—Henry Craig, for 
over thirty years assistant buyer with 
Will Knight of the Knight Shoe Com- 
pany, here, passed away Saturday eve- 
ning, March 13, at the Good Samari- 
tan Hospital. He contracted pneumonia 
and was confined to the hospital but 
three days. He is survived by his 
widow and three children, two boys 
and a girl, by three sisters residing 
in New York, and a brother in Chi- 
cago. 

Mr. Craig learned to read sizes, as 
a boy, with Larry Sass at Sanger 
Brothers of Dallas, Texas, and was 
the first salesman hired by Volk Broth- 
ers when they established their busi- 
ness at Dallas. He was working in a 
store at Galveston at the time of the 
big Galveston flood. From there he 
was employed by Krupp & Tuffley of 
Houston, Texas, and thence to Port- 
land, Oregon, where he was a short 
time with the Rosenthal Shoe Store, 
and then for over thirty years with 
the Knight Shoe Company. 

Few men of the retail shoe world 
in this country had the knack of mak- 
ing friends as Mr. Craig had. From 
coast to coast he was known and loved 
by many of the manufacturers and by 
all of the shoe travelers who knew 
him. He always had a good word for 
everyone and was a most intelligent 
shoe buyer and stylist and loved his 
profession as few men do; and as the 
years roll by he will never be forgotten 
because of his lifetime of tolerance 
and goodwill toward all. 


BOOT AND 


Obituaries 


Allen O. Day 


. 


DETROIT, 
MicH. — Allen 
O. Day, for- 
mer general 
manager of R. 
H. Fyfe and 
Company, died 
Friday, March 
12, from heart 
trouble. Mr. 
Day was in the 
shoe trade all 
his _ business 
life, until his 
retire- 
ment, when he 
resigned from 
Fyfe’s about 





ALLEN 0. DAY 


three years ago. 

He was born April 20, 1880, at La 
Salle, Mich. Coming to Detroit, he 
entered the old Economy Shoe Store at 
the age of fourteen, working while go- 
ing to school. At the age of twenty- 
six, he joined the Fyfe staff, remaining 
with the company for practically thirty 
years. 

He was a floor salesman when first 
joining the organization. For a period 
of about two years, he was away to 
get experience in the wholesale shoe 
field as a traveling representative for 
the Ainsworth Shoe Company, then of 
Toledo, Ohio, and now of Detroit. He 
covered the Ohio territory for this com- 
pany. } 

Later, Mr. Day became manager of 
the children’s department of Fyfe’s, and 
was finally appointed general manager 
by R. H. Fyfe, the founder of the com- 
pany, retaining his post after Mr. 
Fyfe’s death a few years ago. 

Mr. Day characteristically made a 
hobby of his work. Associates at the 
store and elsewhere in the trade spoke 
highly of him, stressing his close inter- 
est in every employee of the staff. 

Mr. Day is survived by his widow, 
one son, Ralph Day, as well as one 
grandchild. Burial was on March 15, 
at Detroit. 


Edwin W. Booth 


WILMINGTON, DEL. — Edwin W. 
Booth, 54, office manager of the Amal- 
gamated Leather Company and past- 
president of the Monarch Club, died 
in the Homeopathic Hospital, four 
months after the death of his wife, 
Mrs. Florence Peterson Booth. He had 
been ill for some time and went to 
the hospital two months ago. 

Mr. Booth was born in Brooklyn, 
N. Y., August 18, 1882. He was edu- 
cated in the schools of Brooklyn and 
came to this city 26 years ago, to be- 
come associated with the local leather 
company. ~ 

Active in many welfare organiza- 
tions, Mr. Booth was a former presi- 
dent of the Monarch Club, a former 
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IDENTIFIED BY A 
FAMOUS TRADE MARK 
Scientifically designed and con- 
structed, these Flexible Hard Soles 
(2-8) are easiest to sell to the 
thousands of mothers who are al- 
ready "pre-sold" on the baby shoe 
lines carrying the familiar Mrs. 
Day's Ideal trade mark. 
This ready-made market is easy to 
capture for your juvenile depart- 
ment if you sell these smartly styled 
walking shoes. 


MRS. DAY'S 


IDEAL BABY SHOE 
COMPANY 


Manufacturers of Fabric—Cushion—Soft 
Sole—intermediate and 








FLEXIBLE HARD SOLES 





member of the Brinton Lake Club and 
Lions Club. He was an active member 
of St. Stephen’s Lutheran Church and 
a past-president of the St. Stephen’s 
Men’s Club. He had a Summer home 
on the Elk River in Maryland and 
was a motorboat enthusiast, keeping 
a speedboat in his Summer place. He 
was a member of Green Point Lodge, 
No. 403, F. and A. M. in Brooklyn. 





W. V. Ecclestone 


MONTREAL, CANADA—Walter Valen- 
tine Ecclestone, shoe buyer for the 
T. Eaton & Co. for a number of years, 
passed away on Sunday, March 14, at 
the Toronto General Hospital. Before 
joining the staff of the T. Eaton Co., 
Mr. Ecclestone had 12 years’ experi- 
ence in the shoe business in Hamilton. 
On March 25, 1895, he came to the 
T. Eaton Co. and spent his entire 
career with the company in the shoe 
department. He was considered one 
of the best shoe men of his time and 
was outstandingly successful in the 
departments of which he was in charge. 
He retired from his position on Jan- 
uary 1, 1923. 

Mr. Ecclestone is survived by his 
wife and three sons. 


Roy Turton 


Baraboo, Wis.—Roy Turton, 47, op- 
erator of a shoe store here for several 
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years, died March 14 in a local hos- 
pital from pneumonia. He is survived 
by his parents. 


B. H. Cort Heads 
Stacy-Adams 


BrockTon, Mass.—B. H. Cort, well 
known all over the country as an expert 
in the styling and making of high grade 
shoes for men, has been elected presi- 


B. H. CORT 


dent of the Stacy-Adams Company, with 
which he has been associated for many 
years. His promotion was announced 
recently following a meeting of direc- 
tors and stockholders. 

Added to the directorate at the same 
time was Carl Merrow, a member of the 
sales staff who has sold Stacy-Adams 
shoes in the South and Southwest for a 
long time. 

John McElaney continues to serve as 
vice-president and general manager. 


City-Wide Retail Strike 


PROVIDENCE, R. I.—A city-wide one- 
day strike against Providence retail 
stores was stopped early last Monday, 
when workers accepted a schedule of 
wage increases and recognition of the 
C.I.0. as a bargaining agency. After 
a day and night conference, it was 
agreed that pay increases in the fol- 
lowing wage categories would imme- 
diately be made: 

$15 a week or less—-10 per cent in- 
crease. 

$15 to $20—7% per cent increase. 

$20 to $30—5 per cent increase. 

Between 10,000 and 12,000 em- 
ployees, in all types of stores, are af- 
fected. The strike really started on 
Saturday, when 12 department stores 
were closed and nearly 100 more estab- 
lishments were picketed in an attempt 
to force a general shut-down of all re- 
tail trade except food and drug stores. 

Peaceful picketing prevailed until 
the negotiations were concluded. 
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Balanced Control 


For Low Arches 
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Two Heads with buta Single Thought— 
~ TO GIVE FOOT HEALTH for MEN 


THE FIRST BEST STEP IS PREVENTION 
THE NEXT BEST STEP IS CORRECTION 


You encounter two types of feet in your fittings, low arches 
and high arches. Low arches require more under support. 
And it is supplied by the Doctor Stabilizer Balanced Control 
Shoe. The customer receiving this service becomes the life 
long friend of your store! The original Doctor Shoe snugly 
holds the high arched foot in proper balance. Both types of 
Doctor Shoes promote foot health, and a healthy business. 

















CS Detailed information, also samples, will be sent on request. Y 





For High Arched Feet 





For Low Arched Feet 





Women's Shoes 


1510—Ladies’ Bridge Slipper 
Bay A ‘eae Reg aS —— 
} aE 
Hele — in TR ong 
Black, Red, or Blue. 

Sizes 3 to 8 
$1.00 per pair 
1515—Vamp and 

Quarter Kid Leather 
Black Only 
$1.20 per pair 
Also General Line Men’s 
MIDWEST SLIPPER MFG. CO. 
512 S. Peoria St. L 


Riding Boots 














J. Pape with I. Miller 


New York—James Pape, formerly 
with the Henning Boot Shop, has re- 
cently joined the I. Miller organization 
and will devote his time in the develop- 
ment of a subsidiary branch that will 
make and distribute hand-sewn quality 
shoes to retail above the regular I. Mil- 
ler grades, The new branch will, for 
the time being, share its daily output 
with ‘I. Miller dealers throughout the 
country. 

Mr. Pape is noted for his association 
with the quality shoe business for many 
years and bears excellent reputation in 
that field. He has made bench-made 
shoes for the Pape Shoe Manufacturing 
Company for several years. 


Rhodes Bros. Open 
New Men’s Shoe Shop 


TAcoMA, WASH.—A new men’s shoe 
shop has been opened on the first floor 
of Rhodes Brothers, a leading depart- 
ment store of this city. Now to Tacoma’s 
largest stock of men’s clothing and ac- 
cessories, the store has added complete 
new lines of a footwear 
for gentlemen. 
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Trade Literature 


Florsheim Issues 
In-Stock Catalog 


Cuicaco, Inu.—The Florshiem Com- 
pany have issued to their friends and 
customers their new in-stock catalogs 
which are perfect examples of the 
best in printing and binding art. 

The women’s stock catalog shows 
thirty-seven styles, each in their nat- 
ural colors, and all with beige back- 
grounds, showing the modern young 
woman garbed in the mode of the 
Spring season, the one exception being 
a black art piece for contrast for a 
white shoe. The book is six inches 
wide by eight and a half high, plastic 
binding matching a gray border which 
nicely contrasts with a magenta color 
block with the firm name and title 
in white. 

The book showing men’s styles, all 
of which are in pairs and natural 
colors against color backgrounds which 
suggest correct matching garments in 
suits, ties, handkerchiefs, or personal 
accouterments, is of 72 pages, with a 
school-book binding in light blue. The 
cover carries a four-color illustration 
of a man and dog in a Spring setting. 
This great company’s perfection in 
merchandising is maintained with high 
degree in these two unusual examples 
of the printer’s art. 


Racine Catalog Has 
Novel Treatment 


RacInE, Wis.—The Racine Shoe 
Mfg. Co. have sent to the trade their 
new catalog which carries on the 
cover a symbolical picture of a winged 
foot ascending to Heaven against a 
blue background with a halo over the 
large toe and with the title “Your 
feet will think they are in Heaven.” 
Their Doctor line is shown complete 
in eight pages with shoe illustrations 
in white, tan and biack and with a full 
description of the construction. Brou- 
wer’s Research shoes are given a spe- 
cial page, followed by the complete 
Racine and Authentic lines of smart 
young men’s styles shown in natural 
colors. Also fully illustrated are all 
the merchandising helps which the 
company supplies. It is a helpful book 
for quick sizing. Requests for a copy 
will be forwarded to the manufacturer. 


New Athletic Shoe Catalog 


Cuicaco, Itu—The Athletic Shoe 
Company have ready for any inter- 
ested shoe merchants a catalog in file- 
cabinet size with identity indicated on 
the edge, making it handy for quick 
reference. Bowling, track, baseball and 
all other active sports shoes are illus- 
trated, also boots for use by spectators 
at football games or cold weather auto 
driving. Requests for this helpful cata- 
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~ELAM'S ~ 


PRE- WEL TS 


UNLINED 
450—Patent Leather 
452—White Elk 
SIZES 3-8 


Merchants who sell Elam's pre-welts for chil- 
dren are certain of doing this three-fold job: 


(1) building a business that will keep 
coming back again and again. 


(2) Sareuay satisfyi ng and assur- 
ing mothers and children of get- 
ting premium quality and guaran- 
teed fit. 

(3) receiving definitely gratifying 
profits that please steadily and 
consietently. 


F.S. ELAM SHOE CO. 


176 No. WATER ST. ROCHESTER, N. Y. 


DIST RIRE TORS 








log will be forwarded to the manu- 
facturer. 


Connolly Issues Kid 
Shoe Catalog 


STILLWATER, MicH.—The Connolly 
Shoe Company specialize in Kangaroo 
shoes for men in a big way but when. 
the Summer season comes along, 
enough of their big list of merchants 
want white, grey and tan perforated 
styles and they meet it with a nice 
little catalog showing the use of kid 
only. Styles not perforated are all 
listed as washable. Requests for this 
booklet will be forwarded to the manu- 
facturer. 





L. Lebowitz to Represent 


Brown Shoe Co. 


New York—Larry L. Lebowitz, for- 
merly with Lazarus Fried and Sons 
of this city, has joined the sales staff 
of the Brown Shoe Company with New 
York headquarters at 200 Church 
Street. Mr. Lebowitz has had more 
than 18 years experience in the whole- 
sale shoe field and is well pleased with 
his new position. He will cover Brook- 
lyn and New Jersey with a full line 
of shoes for men, women and children, 
starting out with his new line on 
March 29, 
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In presenting his line of Spring and Summer models 
built of Pico Suva Cloth, Tupper once more leads 


the fashion leaders. 


Here, made with the perfection only master shoe 
craftsmen can employ, is a line of shoes tastefully 
conceived, triumphantly new. Florida sales definite- 
ly establish Pico's immediate acceptance by the 
better dressed woman. We suggest that you con- 
tact our Fashion Headquarters now. For Suva Cloth 


is this season's sensation! 


TUPPER, INC. 


PICTURED HERE IS THE “SHIRLEY”, 
ONE OF THE LEADING TUPPER 352 FOURTH AVE., NEW YORK CITY 


_ MODELS FOR SPRING. IT IS SMART- Fashion Headquarters 


LY CONCEIVED IN HEYMAN’S PICO 
SUVA CLOTH 828 MARBRIDGE BUILDING 
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Bowling Shoes 


ore 


PROFESSIONAL 

BOWLING SHOES 

Men's Women’s 
$2.50 


Oxfords 
$2.60 5¢@ less 
Sole 





Combination 
Right Feet 
Rubber Sole 








Me. 240 Buekskin Sole 


BROOKS SHOE MFG. to. _ 
Swanson & Ritner Sts., Philadelphis 





Dancing and Bowling Shoes 


aha elidel 








BUY A NATIONALLY KNOWN 
BRAND 


We carry everything in dancing shoes, 
sico ‘2 complete line of bowling shoes. 


Write for price list 
ROVICK THEATRICAL SHOE CO. 
Manufacturers 


Chieago, ttl. 




















Dates Set for California 
Shoe Show 


San FRANcisco, CaLir.—Immediate- 
ly after Easter, President Charles 
Kushins, president of the California 
Shoe Retailers Association, and Wil- 
liam J. Ahern, who holds the joint post 
of Convention Manager of that asso- 
ciation as well as publisher of The 
Coast Shoe Reporter, will leave on a 
tour of the state. The object in mind 
will be to arouse interest in the com- 
ing state shoe convention which will 
be held this year at the Hotel St. 
Francis on June 14, 15 and 16. A 
meeting of the Board of Directors in 
the Bay District will be held shortly, 
at which time convention program 
plans will be discussed. 


L. H. Church 
Visits America 

New York—L. H. Church, manag- 
ing director of Church’s Shoes, well 
known English shoe company located 
in Northampton, England, arrived in 
New York on Monday, March 22, on 
the Queen Mary.: He plans to remain 
here for three or four weeks, during 
which time he will visit various Church 
agencies throughout the country with 
his representative and friend, Mr. 
Downing, manager of Baber’s, Ltd., 
New York agency of Church’s. He 
will also visit the Leather Show to be 
held in the Waldorf-Astoria hotel on 
April 5 and 6. ‘ao 
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New Branch Opened on 25th Anniversary 
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Celebrating his 25th anniversary in the retail shoe business, Carol Wills, well-known 
Pacific Coast shoe retailer, opened this beautiful new shoe store in Oakland, embody- 
ing in it many of his ideas as to what the ideal store should have. 


OAKLAND, CALIF.—Carol Wills cele- 
brated his 25th anniversary as a retail 
shoe man by opening a new shoe store 
at 1724 Broadway, here. In reality 
this store is the culmination of many 
years of dreaming and planning and 
is by far the most beautiful of the sev- 
eral Carol Wills retail shoe enterprises. 

“My idea store was to be artistically 
furnished and comfortably decorated, 
well lighted, properly heated and venti- 
lated, a real salon to which my cus- 
tomers might come to make their shoe 
selections under the very best of condi- 
tions,” said Mr. Wills on the opening 
of the new store. 

“This new shoe salon embodies these 
ideas. Here in a comfortable room, 
cozy as one’s living room at home, the 
customer can sit at ease. Large plate- 
glass mirrors surround her. Beneath 
her feet, a rich carpet in eggplant tone 
reflects its warm hues in the eggshell 
tint of the walls. The tempered French 


furnishings are a fitting part of this 
ensemble. 

“No unsightly shoe boxes line the 
walls or crowd the floors. The stock is 
carried in a stock room at the rear, 
from which the clerks bring such selec- 
tions as are required to fit the cus- 
tomer. The lighting is modernistic and 
is of the ‘day-light’ type so that colors 
are seen exactly as they would appear 
on the street.” 

Two 25-foot display windows provide 
for attractive window displays flanking 
the entrance of the store. The store 
front is done in silver tones with a 
grained marble finish. 

For the past twenty years, L. R. 
O’Connor has been associated with 
Carol Wills as buyer, a position which 
he continues. D. H. Sims is the man- 
ager of the new store assisted by Earl 
Peterson, Philip Romo, O. F. Brunk- 
horst, Lyle Alvey, Marie Souza, Gladys 
Duffin and Beverly Priest, hosiery buy- 
er. Miss Adah Laisure is credit man- 
ager. . 





N. E. Shoe Industry Leads 
In Production Gains 


Continuing its leadership displayed 
during the last half of last year, the 
New England shoe industry, according 
to an analysis made by the New Eng- 
land Shoe and Leather Association 
based on statistics released by the U. S. 
Bureau of the Census, with an output 
of 13,772,118 pairs, showed gains of 
20 per cent in production this January 
over that of January, 1936, as com- 
pared to an average gain of 10 per cent 
for the country as a whole. Massa- 
chusetts led all other states. with a 
production total of 7,341,135 pairs, 
which, in turn, represented a gain of 
almost 21 per cent over January a year 
ago. Gains of 22 and 18 per cent, re- 
spectively, were made in this period in 
the other two shoe producing states of 
New England, Maine and New Hamp- 
shire. 

The states of Missouri and Ohio, on 


= 


the other hand, showed production 
losses of 5 and 19 per cent respectively, 
the result in Ohio of the disastrous 
flood which stopped production in many 
shoe plants in the last half of January. 

New York shoe factories showed a 
production gain of 12 per cent over 
January, 1936, and those in Wisconsin, 
15.5 per cent. Shoe factories in “all 
other states,” to the number of 121, 
produced 4,358,132 pairs, which was 10 
per cent above their production total 
of a year ago. 





Returns From 
Winter Vacation 


BrooKLtyn, N. Y.—George Bridges, 
owner and operator of Geo. Bridges, 
Inc., 21 Bond Street, here, has recently 
returned from his Winter vacation at 
St. Petersburg, Fla. While there, he 
gained a much needed rest and en- 
joyed himself generally fishing and 
golfing. 
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THESE WORLD FAMOUS 


ENGLISH 
RIDING 
BOOTS 


ARE MADE IN ENGLAND 
ONLY 
BY MASTER CRAFTSMEN 


IN STOCK 


ALL WIDTHS 


ALSO FIELD, AVIATOR & 
JODHPUR BOOTS 


MANFIELD & SONS 


1636 RANSTEAD ST. 
PHILADELPHIA, PA. 
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PO ee 
SELL A FEATURE CUSHION SHOE 
that Builds and Holds Business 
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Salesmen: Choice 
Territories Open. 





RIGHT AND LEFT 
PATTERNS TO ASSURE 
SNUG-FIT AT ANKLE 














SCIENTIFIC SEWED 
HEEL SEAT 























VENTILATED NEW SPRING 100% NAIL.LESS HEEL 
AR VENTS GIVE AND ELASTICITY SEAT, NO NAILS TO 
TO EVERY ‘STEP PUNCTURE FOOT 
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The RIGHT FEATURE cushion shoe which has undergone the 
acid test of several years manufacture will produce REPEAT 
PROFITS for you. 
“cushion” and “nail-less” 
Send for our Catalog of Men’s and Women’s Shoes. 
Beware of Imitations. 


Nu-Matics with their patented, scientific, 
features are virtually non-competi- 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Un Matic 










CUSHIONED SHOES 


Exclusively Manufactured by Rohn Nu-Matle Shoe Mfg. Co., 5I2 W. Florida St., Mitwaukee, Wis. 
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Open Sport Shoe 
Department 


SPOKANE, WASH. — The Savon Shoe 
Store, W801 Riverside, has opened a 
novel sports basement, and R. W. 
Walker, manager of the store, an- 
nounces that Miss Jane Gillogly will be 
in charge with Alice Egan as assist- 
ant. 

The department will be devoted ex- 
clusively to sports wear and sports 
shoes for women, specializing in shoes 
and costumes for swimming, hiking, 
riding, golfing, tennis and skiing. 

Sports are suggested in the decora- 
tions for the new room which has knot- 
ty pine walls, pegged flooring, and a 
color scheme in greens. A big fireplace 
with a glowing electric log adds to the 
atmosphere. The seats are green, 
leather-covered benches. 


Miller Named Demery & Co. 
Shoe Manager 


Detroit, MicH.— Lawrence Miller 
has been appointed manager of the 
shoe department, including ladies’, chil- 
dren’s and men’s footwear, of Demery 
& Company, leading Detroit depart- 
ment store. Mr. Miller has been with 
Demery & Company for ten years, as 
manager of the ladies’ and children’s 
departments. | 





Mulvey Buyer in 
New Department 


SPRINGFIELD, Mass. — Thomas E. 
Mulvey, for twenty years shoe buyer 





THOMAS E. MULVEY 


for the Albert E. Steiger company, de- 
partment store here, and later shoe 


buyer for Brown, Thompson, Inc., of 











Hartford, Conn., has been appointed 
buyer for a new shoe department in 
Weeks Leather Store at 1341 Main 
Street, here. Assisting Mr. Mulvey is 
Miss Ruth Beckwith. 





London Shop In 
Novel Setting 


HARRISBURG, Pa.—JInterior decora- 
tions costing approximately $250 have 
recently been made to the London 
Boot Shop, 23 North Third Street, by 
Fred Freedman, proprietor. 

In the rear of the shop Mr. Freed- 
man has had a bay-window display 
case constructed in a setting resem- 
bling an English-gabled type of home. 
The room is composed of a wooden 
shingle roof, a lantern hanging over 
a door leading into the stock room 
and the sides of the home are done in 
brown and yellow. The display win- 
dow is illuminated with soft yellow 
lights. 





S. J. Jay to Visit Europe 
DETROIT, MicH.—Steven J. Jay, man- 
ager of men’s departments and per- 
sonnel at R. H. Fyfe and Company, is 
leaving in June to make a European 
tour. While there, he will attend the 


world convention of Rotary Interna- 
tional, of which he is an enthusiastic 


member. 
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Dayton Retailers Hold 
“Men’s Shoes Night”’ 


DayTon, OH10—“Men’s Shoes Night” 
was observed at the monthly dinner 
meeting of the Dayton Shoe Retailers 
Club when those dealing exclusively in 
men’s shoes gave their opinions on 
popular colors which are expected to be 
the leaders this Spring and Summer. 

It appeared that ventilated shoes will 
create a heavy demand when hot 
weather arrives and all were satisfied 
that this type of shoe is rapidly com- 
ing to the front in this territory. One 
shoe dealer even ventured the thought 
that this type of shoe will lead all other 
styles. 

Brown and white appear to be the 

leader in colors, with all whites in 
greater demand as the weather warms 
up. 
“Tt looks like a big men’s sport season 
this year,” said Wilbur Ritter, who also 
indicated there is more of a demand for 
rough leather as against smooth 
leathers. He also asserted that there 
is a growing demand for color in men’s 
shoes. 

Carl Webber was chairman in charge 
of the Men’s Shoes Night program. Jim 
Gabler and Ritter were on the com- 
mittee. Jack Schaeffer, vice-president 
of the club, presided in the absence of 
M. E. Riggs, president. 

E. L. Sliter of the Daniel Green 
Company, who has been in the shoe 
business 44 years, was a guest at the 
dinner meeting and during a brief talk 
he told his listeners that shoes are now 
selling at too cheap a price and warned 
shoe retailers against absorbing in- 
creases made by manufacturers. 

“Now is the time to get your price 
on shoes,” said Sliter. “Shoes are 
about the poorest merchandised of most 
any other wearing apparel and dealers 
are too prone to keep their prices down 
when they should be up. Shoes now 
selling at $6.50 and $7.50 should be sell- 
ing for at least $8.50 and $9.50 a pair.” 

Due to snow and icy road conditions, 
shoe dealers in Sidney, Piqua, Troy, 
Hamilton and Middletown were unable 
to attend the meeting. 

Joe S. Lovett, formerly with Stark 
Altmaier, Columbus, and now in charge 
of the children’s shoe department in 
the new store of the Baynham Shoe 
Company, was introduced as a new 
member of the club. Walter Skinner of 
the Pennant Shoe Company, was also 
present. 

The next meeting will be held on 
April 14. All traveling shoe men in 
the territory at the time are invited to 
attend. 


Dales Manages Beloit Store 
Be.orr, Wis.—Francis Dales, former 

manager of the Tradehome Shoe store 

in Superior, Wis., has been named man- 


ager of the firm’s store here. 
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Centralized Department Boosts Sales 


Centering their shoe activities in this new department on the main floor, Hecht 


Brothers have noted an appreciable increase in shoe 


BALTIMORE, Mp. — Feeling that the 
space given over to the shoe depart- 
ment on the second floor was inade- 
quate, Hecht Bros., prominent Balti- 
more department store, have combined 
their men’s, women’s and children’s 
shoes into one large department, ad- 
vantageously located on its main floor. 
Its location is strategic, in that it is 
near the elevators and customers going 
to the upper floors must pass by the 
new department thereby having their 
attention drawn to footwear. 

The color scheme of the new “shoe 
center” is of paste] shades which cou- 
pled with the indirect lighting, tends to 
create an atmosphere of restfulness 
which is extremely important in shoe 
selling. The seating capacity is 75 
chairs of which fifty are given over to 
the women’s and children’s section lo- 
cated at the front of the department, 
and the remaining 25 chairs in the 
men’s section at the rear. The chairs 


are the modern chrome steel type 


since its opening. 


upholstered in varied shades of pastel 
in keeping with the color scheme 
throughout. 

All stock, except that on display, is 
hidden, being carried in separate rooms 
leading off the department. Access to 
these rooms is given by double swing- 
ing doors in which circular panes of 
glass have been set to avoid the pos- 
sibility of accidents caused by salesmen 
coming in or going out of the stock 
rooms. 

Up-to-date fitting methods, employed 
by this new department, is the modern 
X-ray machine, located in the center of 
the department easily available to all. 

Benefits of its new “shoe center” 
have already been felt in increased 
patronage and sales. The centralized 
shoe operations have been in force only 
a short time, but results so far have 
exceeded the expectations of the man- 
agement and proved the wisdom of the 


move. i 





Berglund Appointed Brown 
Divisional Manager 
St. Lovis, Mo—G. A. Berglund, 


who for the past ten years has man- 


G. A. BERGLUND 


aged the United Shoe Manufacturing 
Company branch of the Brown Shoe 
Company, has been appointed divi- 
sional sales manager of the Brown 


Shoe Company on the Pacific Coast. 
He has been connected with the Brown 
organization for more than twenty 
years during which time he has been 
directly connected with the manufac- 
turing, merchandising and selling divi- 
sions of that company. 

This new policy, recently formulated 
by the Brown Shoe Company, of ap- 
pointing divisional sales managers in 
various sections of the country, is for 
the purpose of establishing a closer 
link of cooperation between the shoe 
retailer and the various selling units 


of the company. 


Navy Awards Shoe Contract 
Boston, Mass.—The Joseph M. Her- 


man Shoe Company of. Millis, Mass., 
has been awarded a contract to make 
approximately 100,000 pairs of shoes 
for the United States Navy. The award 
was made in two parts—approximately 
70,000 pairs at $38.53; and the re- 
mainder at $3.78. ; 
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PICCADILLY 


HOTEL 


in the very heart of 
Times Square — 
to “‘Radie City.” 


chermingty furnished 
rooms (high above 


of sound, un- 
disturbed sleep ...! 
pent a “es at 


45th Street, Just West of Times Square 


al 


Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. - 
209 So. State St., Chicago, Ill. 


1937 


Enjoy delicious cock- 
tails in the popular 
PICCADILLY CIR- 
CUS BAR! Biase 
erities say it’s one of 
New York’s smartest 
places... 


Dine and danee in the 
beautiful GEORGIAN 
ROOM. Musie by Jeno 

his or- 
chestra. Ne cover or 
minimum charge... 


T. J. Mathieu, Mgr. 








THE SHOE BUYING CENTER 
IN NEW YORK 


the crossroads of the trade . . . where 
the season's newest and most significant 
shoe styles are now on display. 


Shop the a Bullding for authen- 
tic shoe showrooms of the 
shoe industry's leading manufacturers 
a conveniently assembled | ender one 
ou @ $ ° r- 
tunity” to look hay Ps ‘ore you Ser. _ 


1328 BROADWAY ar34"ST 


DS.MACDONALD Mer. 


NEW YORK 





What’s New 


Handy New Shoe Cleaner 
St. Louis, Mo—A new dry shoe 


cleaner for ‘eune leather and fabric 
shoes has been introduced by the 
Wizard Company of St. Louis. The 


shoe cleaner is called the “Buck Buffer” 
and is conveniently packed on a handle, 
facilitating its use. On the reverse side 
of the handle there is a buffer which re- 
moves the excess powder from the shoes 
after cleaning. This novel and compact 
item is smartly packed in a rubber en- 
velope that assures cleanliness in mi- 
lady’s pocketbook. 


Electrical Device to Relieve 


Feet 


Heralded as a new sensational money- 
maker for shoe stores, Vib-Ray-Ped has 


just been announced to the trade. It is 
a simple electrical device for relieving 


tired, aching and maladjusted feet, re- 
tailing for less than the cost of a dry 
shaver. 

Vib-Ray-Ped Products Co., of Han- 
ford, Cal., is manufacturing and dis- 
tributing the item. The concern is 
headed by Eugene Cassidy, well known 
in the shoe trade for the last quarter 
century. In addition to his new manu- 
facturing enterprise, he operates a suc- 
cessful chain of popular price shoe 
stores in Central California and has 
been mayor of his home city for the 
past six years. 

This device is said to combine, for the 
first time in a single device, all known 
principles for the correction of foot 
troubles and resultant bodily ailments. 
It provides vibration, oscillation, gentle 
percussion, penetrating warmth and 
healing infra-red ray. 

While just made available to the 
shoe trade, the device has been in 
limited use for years and is the result 
of a life-time study and experiment by 
the inventor. It is enthusiastically en- 
dorsed by many leading authorities on 
foot conditions. 

While originally designed for home 
use, progressive shoe merchants see in 
the new device an added store service 
for customers. A few minutes’ applica- 
tion while waiting to be fitted is said to 


be sufficient to soothe and relieve the 
feet (and disposition) of the most dis- 
tressed customer. A happier customer 
and better-fitting shoes are the result, 
it is pointed out. 

Vib-Ray-Ped is offered to the trade 
just in time to feature during Foot 
Health Week. It is said to be the only 
device of its kind on the market that 
is priced within the means of the aver- 
age family. Heretofore, only expensive 
and complicated machines have been 
available, none of which make use of all 
principles for foot correction and none 
of which are designed primarily for 
home use. 

Literature and prices may be ob- 
tained by addressing Vib-Ray-Ped Prod- 
ucts Co., Hanford, Cal. 





App Store Remodeled 


Fort Wayne, INp.—App’s Shoe 
Store, 916 South Calhoun Street, 
closed for a few weeks, has reopened 
after extensive remodeling and redec- 
orating. A new store front of mod- 
ernistic lines and new shelving 'and 
modern fixtures have been added. 

App’s, one of the oldest shoe estab- 
lishments in Fort Wayne, has been 
located at the present address for 72 
years. Martin and Clem App, sons 
of the founder, are the active heads 
of the store at present. 











and 
EASTER 


The backgrounds of both ticket 
and card are shell pink, with a 
colorful tulip design in deep 
lavender and green. 

















zz 
CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated above; 
or oval base-burnished gold— 
three color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 


Supplied with annual services. 
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Everyone Passing 
is a Possible Prospect 


SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery. store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35c each 


(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 


Polly Clips 
PouyCue _. : 
for Price Tickets 1,Price Tae eel 











Natural View 
SHOE HOLDER 


Natural View Shoe Holder 
To display shoes as the wearer 
< actually see them on his 











seesceaad 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 
12 dozen (printed or blank) 
6 oe oo oo 























(Cross out 


We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


quantities and denominations: 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


€XCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


CARD 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


€XCHANGE OF CARDS: Annual card service subscribers may exchange any 
ecards received for others of the current month, whose text better covers 
their merchandising program. 


SHO W 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 


STORE NANG SSS 
CBR, SSS 
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must be drawn on U. S&S. 


Ne. | 100 
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additional 


- per year, payable 
each month’s service deliv- 





+. per month. 
card holders. 


foreign 


Ne. 3 


month 








$5.00 

Ne. 2 4.00 100 
3.00 
2.25 


per 


For this service we will pay 
cash in advance, full year’s 
service, 5% discount. Checks 
banks, or include exchange. 
\f for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, we agree to pay $1.00 
ered, and agree to return the 
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MERCHANTS SERVICE DEPARTMENT 


FOR ITSELF + IN pia ; 
(a! , INCREASED BUSINESS eed fyr 
/Macl (or fort Noro! 209 S-STATE ST CHICAGO -ILL 


4s 


“R”: Pale yel- “Pp”; White 
be beard. De- - board. Design 
sign in me- in turquoise 
dium blue. blue and rose. 




















-.. IMPRINTED 
at 35¢ per fifty, 





-.+, consisting of 
. card holders (with 


the first month’s service). 
additional. 











Please enter our order for the 
Recorder “Selling Messages,” 
beginning with MARCH, 
continuing monthly for one 
year, for Card Service 
blank tickets each month, 


TICKETS, 


Size: 14” x 236°—Prices on opposite page. 


Oe Orem ecw cme cmesmmcessess 
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POSITION WANTED 


BUSINESS OPPORTUNITY 





ELL established slipper manufacturer has 

an opening for live wire salesman with a 
following for retail and department stores as a 
sideline. Stock proposition. Strictly commis- 
sion basis. Address F-294, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
N. Y. 





| AS er peeliesicte® ers WANTED — Estab- 

hed spat manufacturer has good territories 
open. Complete line, easily and quickly pre- 
sented. Liberal commission—retail, department 
store and wholesale price range. $ 
Address F-272, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


WE want two or three alert active salesmen 
to divide following territory, supplementing 
our factory direct representative; Michigan, 
Illinois, Indiana, Wisconsin, Minnesota, Iowa, 
Nebraska, nsas, Missouri, calling on semi 
volume trade; popular priced stitchdowns in 
several grades, also infants’ prewelts and chil- 
dren’s and misses’ semi welts. State experience 
as well as territory travelled and all references. 
Commission basis only. Address F-271, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





MANAGER-salesman—many, years experience 
in retail shoe stores desires connection in 
Metropolitan New York. Knows shoes, fitting, 
stock control and all details pertaining to _re- 
tail selling. Address F-293, care Boot & Shoe 
ee 239 West 39th Street, New York, 





FOR SALE 








Live shoe store in city of 17,000— 
Popular priced shoes — Favorable 
lease with store. Reasons for selling: 
other interests. 
Address F 291, Care 
BOOT & SHOE RECORDER 


239 West 39th Street 
New York, N. Y. 














SAL ESMAN, experienced on Stitchdowns, for 
Middle West. Must have following with 
chain stores, mail order houses, and jobbers. 
Opportunity. Address F-289, care Boot & Shoe 
as nae 239 West 39th Street, New York, 





NATIONALLY known in stock house featur- 
ing men’s welts, also women’s novelty and 
welt types in the popular priced sclling grad grades, 
has opening for experienced salesman for East- 
ern half of New York State as well as the 
state of Vermont. In apvlying give references, 
age and amount of road experience. Address 
F-292, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


WELL-KNOWN manufacturer has opening 
for ambitious young men to sell a line of 
s in attractive 





women’s Welts and Littlewa 
sports and high-styled, tailored types to retail 
at $6.75 to $7.50. Must have car. Territories: 
Ohio, Michigan, Pennsylvania, New York 
State, Virginia, and the Carolinas. Address 
F-296, care Boot & Shoe Recorder, 239 West 
39th Street. New York, N. Y. 
SALESMEN: —Sell Dyes and Shoe Dressings 
to Jobbers, Shoe Stores and Repair Shops. 
Commission Basis. Highest Standard. All 
Products Guaranteed. Justice Good Products, 
St. Louis, Missouri. 


SHOE DEPT. WANTED 


Youre successful shoe man wants to lease 

men’s medium priced shoe department in 
the. South. Will purchase stock if reasonably 
priced. Address F-290, care Boot & — Re- 
corder, 239 West 39th Street, New York, N. Y. 


LINE WANTED 


OPPORTUNITY—Fifteen years’ experience 
covering Metropolitan Area—Open for a 
eneral or specialty line. Best references. 
‘Address F-295, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 




















MERCHANTS’ NEEDS 





SHOE STRETCHER 
VAMP RAISER and LENGTHENER 


Should be in every shoe store. Relieves and 
permanently corrects tight-fitting shoes. Raises 
vamp from throat to tip. Lengthens too short 
shoes. Made of best and toughest grade of 
steel, nickel plated. For sale by shoe findings 
jobbers and wholesale shoe houses every- 
where, or send your order direct to us. 


$5.00 COMPLETE “ith 3sizes 


of Last 


NU-WAY SHOE STRETCHER CO. 
4367 Duncan Ave. St. Louis 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











WANTED TO PURCHASE | 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518! 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from Jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








WE BUY 

ae ad Wholesale and Retail 
nded Shoes such as 
gs Enna-Jettick, Vital- 
h Preserver, Queen Quality, Bos- 
tonians, Stetson, Cross, Nunn Bush, Etc. 

IBVIN RUBIN 

“The House of Jobs’’ 
89 Reade St., Cor. Church 

Phone Barclay 7-7887 New York City 


Entire «. 














Santa Monica’s New 


Shoe Store . 


SANTA Monica, CALIF. — Morley 
Ankles has given up his road position 
in which he represented the Elmore 
Shoe Co. of Brooklyn and Shoe Styles 
and has started the “Foot Comfort 
Salon” in the Arcade Building. The 
slogan of the new store is “The Home 
of Happy Feet.” 





mum 
When 
address should be 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all ge ge advertisements. Mini- 
75 cents. For all other classified advertisements the rate is 
a box number is desired twelve words should be added for the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 4§ words. 
Classified advertising is payable in advance. 
ES” Advertisements for this page must be in our New York office on Friday of the week preceding publication. “G9 


7 cents 


inimum charge, $1.25. 
on eahes other foxme cs each word of the 
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MERCHANTS’ NEEDS 








MILITARY 
SHOE 


CS 





HERE’S A SELLING HINT THAT 
WILL SELL MORE MEN’S SHOES 


Display men's shoes this eye- 
catching way. Display them as a 
man sees his shoes right on his 
feet. 

This efficient shoe stand grasps 
the shoes and holds them in the 
identical position a man_ holds 
his feet while seated. And by 
placing them in your window as 
illustrated, you'll be showing your 
men's shoes to a better advan- 
tage. And be making a stronger 
bid for your men's business. 


$6.00 a dozen 
$3.50 half dozen 


M. D. POLLINGER CO. 


Stamford, Conn. 











New Children’s Store Opened 


SPRINGFIELD, Mass.—A new shoe 
store known as the Juvenile Boot Shop 
opened at 349 Bridge Street, March 
22, under the management of S. S. 
Schrieber, formerly with the Franklin 
Simons Company. 

The first and only store of its kind 
in this vicinity, ‘it will cater to chil- 
dren only, carrying footwear of all 
kinds for children of all ages. Unique 
in its fittings, the store is of the blind 
type, all shoes being stocked out of 
sight and the fitting room furnished 
in the nature of a parlor and attrac- 
tively decorated to appeal to children. 


Opens New Store 


Koxomo, InD.—Earl H. Chenoweth 
of St. Louis, Mo., and Russell R. 
Kelly of Kokomo, Ind., are opening 
The Earl Shoe Company at 304 North 
Main Street. Mr. Chenoweth has been 
associated with International Shoe Co. 
for the last 22 years. The new store 
will handle the International shoes. 
Mr. Kelly is the manager as well as 
partner of the new store. He has had 
many years of experience in the retail 
and wholesale end of the shoe business. 


Southern Cruise Department 
Builds Added Business 


CuIcaco—While Southern Cruise de- 
partments may not be new to the north- 
ern trade, some underlying features of 
one of the most successful of the Chi- 
cago southern departments are worth 
considering. 

When it is considered that Art 
Martin, manager of the State Street 
retail outlet of the I. Miller organiza- 
tion, regards his recent installation of 
a department radiating with the scin- 
tillating sunshine of the semi-tropical 
climes, as more or less of an institu- 
tional proposition, instead of a direct 
sales stimulator, one begins to wonder 
just what all the noise is about. 

The first bellicose note is sounded in 
the attention-compelling background 
for the display of warm weather foot- 
wear. Mr. Martin accomplished this 
feat by creating a large spread of 
artificial green grass at the rear of the 
main salesroom under the mezzanine. 
He surrounded this cheerful plot with 
outdoor chairs and settees, with a beau- 
tiful white pedestal and statue in the 
center. Around the foot of the pedestal 
he casually grouped pairs of enticing 
colored fabric sandals. 

On the back wall, facing the Sum- 
mer ensemble, he hung a large shallow 
glass case with tropical background, in 
which are displayed the last moment in 
hot weather footwear, sand, palms and 
everything. 

One of the principal objectives in Mr. 
Martin’s cruise psychology was the 
creating of a suitable background for 
the advance display of Summer foot- 
wear, not in any way associated with 
the more obvious idea of catching the 
travel trade. 

He discovered in the few weeks the 
department has been made an integral 
part of the store, that many customers 
bought their Summer requirements be- 
cause at this time. the stock is both 
fresh and complete. They had the 
added comfort of feeling that they were 
far ahead of the general run, and this 
goes a long ways with a great number 
of discriminating women shoe buyers. 

Mr. Martin also discovered that the 
display was a good stimulator for the 
floor force, inasmuch as its presence 
during the cold months in Chicago con- 
stantly reminded them of the presence 
of advance warm weather stock at 
their finger tips. 

So it will be seen that the Southern 
Cruise department means more, much 
more, than merely a spot designed for 
the attraction of travel trade. It does 


that, naturally, but in addition, as Mr. . 


Martin has proved, it greatly assists in 
the movement of warm weather goods 
over a much longer period than the hot 
season only. His experience shows that 
many women who purchased Summer 
wear -in the Winter, supposedly with 
the intention of having completed the 
job for the year, come back during the 
Summer for more. So this business is 
really added sales. 

Mr. Martin maintains a full cruise 
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MERCHANTS’ NEEDS 








THERE'S 
A TIP TO FINE SHOES 
INA 


CRYSTAL 
TIP LACE 


On the Avenue and in smart 
shops the country over, discrim- 
inating women are sporting, and 
wide-awake retailers are supply- 
ing, CRYSTAL TIP, the lace which 
adds character and "dress-up" to 
any shoe. Eliminate frayed ends 
and excess costs. DEMAND 
CRYSTAL TIP, the only lace with 


these 3 special features. 

1. The ribbon is cut the re- 
quired length. 

2. The crystal tip goes 
through the eyelet. 

3. The crystal tip cannot be 
pulled off. 


Samples Furnished Upon Req 


ARROW OF BROOKLYN NOVELTIES, INC. 
281 STATE ST., BKLYN., N. Y. 




















window display with all of the tropical 
trimmings. The prospective customer 
is drawn into the store by the window, 
and the sales effect is intensified by 
immediately glimpsing a view of the 
tropical setting at the back of the store, 
which can easily be seen from the main 
entrance. 


N. W. Gehrke 
Purchases Store 


SPOKANE, WASH.—The Buster Brown 
shoe store at W. 415 Riverside Avenue, 
this city, has been bought by N. W. 
Gehrke, formerly in the shoe business 
in Wenatchee, Wash. This store is 
being handsomely remodeled and 
groomed for a brilliant grand opening 
in the near future. All new fixtures 
and furnishings are being installed. 
The new proprietor has had 18 years 
experience in the shoe business, and 
will manage the store himself. John 
A. Achre was formerly manager. For 
the forthcoming grand opening he has 
rechristened his store “The Brown 
Bilt Shoe Store.” 


Celebrates 24th Anniversary 


New Brunswick, N. J.—The Boston 
Shoe Store is celebrating its 24th an- 
niversary in this city. It was founded 
at its present location, 36 Church 
Street, by Harry and Morris Uchin, 
present owners. It is one of the few 
remaining stores in the area operating 
a quarter of a century ago which is 
still in existence. 
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Easter Selling Highest 


In Years 


Cuicaco, ILL. — Gaiety and quality 
far in excess of any seen for many 
years are destined to be injected into 
Chicago’s 19387 Easter parade, advance 
sales indicate. Great increases in 
Easter shopping are predicted and 
noted in every quarter and merchants 
are cheered by the tendency of many 
purchasers to move up several notches 
in price ranges. 

“People are definitely buying better 
merchandise,” reports David Mayer, 
Jr., president of the State Street Coun- 
cil. “They are buying their heads off 
in a season that will probably be 25 
per cent better than any Easter in the 
last six or seven years. Many stores 
will surpass the peak of 1929.” 

Shoe merchants in department stores, 
better shops, and in moderately-priced 
shops report they are receiving their 
share of this business. All stores have 
been crowded to over-flowing for the 
past few weeks and Saturdays have 
found lines of customers waiting to be 
served. 

Several reasons are assigned for the 
great buying strength, which became 
evident as early as March 1. Most 
important is the increased feeling of 
security and increased money in circu- 
lation. In addition, the early date for 
Easter is believed a boon to trade. This 
has meant that women have to buy 
Spring outfits and will have to indulge 
in another buying splurge for the 
Spring season later. 





Burkhart Opens New Store 


OAKLAND City, IND.—Elwood Burk- 
hart has opened a new retail shoe 
store in the Lowery Building, next 
to Chappell’s jewelry store. He has a 
compact store, crammed with Buster 
Brown and Brownbilt shoes, and has a 
competent staff to assist him in wait- 
ing on the trade. Mr. Burkhart is an 
experienced shoe man and widely 
known to the trade in Oakland City 
and vicinity. For a number of years 
he had charge of the shoe department 
of the old Levi department store in 
Oakland City. 





Daly Bros. Move 
To Larger Factory 


Krenz, N. H.—The Daly Brothers 
Shoe Company, which has operated a 
factory here for nearly 15 years, is 
closing its plant and crating machin- 
ery and equipment for shipment to 
Littlestown, Pa., where the concern 
has purchased a building, according to 
Supt. Ernest A. Wagner. 

The shop closed a few ‘weeks ago 
for the purpose of taking inventory. 
It is expected that several of the 
foremen will be transferred to the 
new plant which is large enough to 
more than triple the output of the 
local plant which is said to be 3000 
pairs daily. 


# Buying Y 


GREEN ater CO., Dolgeville, 
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MITCHELL-PIERSON CO., Philadelphia, Pa. .......... ccc ec cccetecceesencencceeeee 100 
MONARCH LEATHER Co., EG id's ts wna ess Ga gbiew sWe ws bp svenaead susbhaws 83 
NORTHWESTERN LEATHER CO. TRUST, Boston, Mass. ............c.eeceees 130-131 
OHIO LEATHER CO., Girard, O. ........ccceeceeccees Picbd ce VER ese obtia bs «RIND Gdas 96-97 
RICHARD YOUNG &@ CO., New MT in i cbis ve bse ena nie dedncns th sniesed 5% 88, 5 135 
SETON LEATHER CO., Newark, N. J. .... cece ccc c cscs cece crc cccsccnnscsccscsecs 127-129 
SURPASS LEATHER CO., Philadelphia, WON ei citeialcis evite heed Chaat vais 132-133-135 
TANNERS COUNCIL OF TUNED o's oid chin 8b EF e cds pURE a's Nees haus Choad de dee 90 
TROSTEL, ALBERT, Milwaukee, Wis. ............ccccccceecccettencceccvevecvetees 125 
ZIEGEL-EISMAN CO., Boston, Mass. ............ 0. ccc ccc cece eee cece ecccccccuccese 135 
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By BRAUER BROS. 


Cecile COLONIAL Cuslomen 


ror SIO-WHITE PATENT reatner 


COLONIAL 


TANNING CO. 


BOSTON, MASS. 


In their national advertising, Brauer 
Bros. are showing this pump in 
Colonial Sno-White and featuring its 
other “exciting” colors. 


That’s just the word for them! Co- 


lonial patent colors are “exciting” 
_ in their brilliancy, their flawless fin- 


ish, and their 30-tone spread from 
Imperial Orchid to Bordeaux Red and 
Colonial’s own shimmering Sno-W hite. 

In a season like this, when color is 
all-important in making sales, you 
will find it profitable to do as Brauer 
Bros. always do. . . consult Colonial. 
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<¢ . . - known by the customers we keep.”’ 


For thirty-eight years, leading shoe manufacturers in both volume and specialty fields have con- 
sistently used the leathers of The American Hide and Leather Company. The year-in, year-out habit 
of prominent retailers, specifying them for fine footwear, is an equally eloquent indication of their 
fine quality. Since 1899, The American Hide and Leather Company and the leading manufacturers 
and retailers of good shoes have kept close company, with friendships growing firmer as new seasons 
come and go. 


Our complete line of leathers will be exhibited at The Tanners’ Council Fall Showing at.. - 


ROSEBAY WILLOW CALF ROYAL CALF 
WHITE PRINCESS CALF WILLOW CALF 
BLACK PRINCESS CALF WHITE BUCK 


CADET PATENT — OOZE CALF (3 C) CT | | ? 6 EMPIRE SIDES 
WILLOW BAG CALF AMERIGRAIN ELK 


HIDE AND LEATHER COMPANY Lesion 
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With characteristic skill and foresight, 
} ST e} Keb ce mM ol tb ole Ma Oke) coh olob eh mores oel-S-Im Com act -Mreb le Med 
shoe manufacturers and retailers. With prices 
rising in raw materials shoe manufacturers 
fob d= Co Lol-To MR a0 de Wh deY-¥ 0) do) ol (-Se0 Mo) MB '4-1:) 0) bole MEolol-3¢; 


down and of keeping quality up. 


In presenting Rychrome Lambskin for use as 


linings: in shoes, Richard Young Company 





BOOTH No. 1 
WALDORF ASTORIA 


April 5-6 the finest Lambskin shoe lining available. 








/eXo t-¥8-} feb d-Yo Mb oLoM-¥ 6 (0) d Ko) aN=> 401-0 00-1: 0M ob cole he lod betes 


Perspiration resistant, exceptional strength, 


RICHARD YOUNG 








C 
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Yoroy Loy ooblorod Month gabelemmy- UUM ael-Mobadet-sobotom-ipbestort-)a 
rob eXe Wb (000M ofot:$¢-3t-Mob ele Molo) (ob a-Moba-WMeolorontteh (Ja aba-o 
Joy cole bb Lor-Yo Mm Wel-M Co beoVol:).Ob et: MEOT-{-1o Mob d- Mo) Mo) ob00K-) 
quality. And the tanning employed is the 


fod ob doy 000M 0) color-1--eero led a sonia l-Yole(-to Ms CoM of: Wn deX- Mol -J-1 6 


Shoe manufacturers and buyers can rely on 
Rychrome Lambskin to do a faithful job for 
them. And they can rely on Richard Young 
Company always-to supply them with 


superior leathers, reasonably priced. 


ie 








COMPANY 36-38 SPRUCE ST. N.Y.C. 


LAMBSKIN linings for SHOES 


RYCO LEATHERS: 


THRUOUT GENUINE BUCK 






















Liam OUT BUCK 
LIN LCN GAROO 


GLAZED BLACK GENUI'|3 
KANGAROO 


COLORED LAMBSKIN LININ« 
VEGETABLE TANNAG 3} 


WHITE LAMBSKINS 
te) ae Le INGS) 





March 27, 1937 
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New Castle B 
Chlaged ond Shadow Kid 


COLOR 3N—Coffee | 360—Highland 
Brown Blue 
|52—Oakbrown |330—Marine Blue 
|72—Indies Brown 1141—Evergreen 
301—Cubana 


1420—Red Cedar aa Seennat 
|475—Acajou 1390—Ardoise 


(Carnelian) Blue 
Red 75—Gun Metal 
| 143—Clangreen 920—Longchamps 
76—Scone Grey Beige 


Burnished Kid 
Jhese Lecthens 


COLOR  1050—Aubergine Displayed 


1365—Royal Blue 
Official Opening 


1230—Coronation oh: Manealane 

Red Leathers for Fall 
and Winter, 
1937, Hotel Wal- 
dorf - Astoria, 
April 5 and 6, 
1937 


Booth No. 32 








* Copyrighted 


“Onigincled and Copyrighted by 


/ oe win / X- | é ) 
Vow ( astle Lhision t / Mhiod . \10¢ : ompany 


a >) 
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FLE,NI37 Clots 


and Division 
Vode Dees eins 


COLOR 913—Chaudron 927—Oakbrown 


922—London Mist 956—Garnet 
973—Scone Grey 


924—Coffee B 
ee 980—Highland Blue 
936—Marine Blue 970—Evergreen 


937—Acajou (Carnelian) 978—Gun Metal 
Red Black 


Glazed Kid 





Official Opening 
of American 
Leathers for Fall 
and Winter, 1937, 
Hotel Waldorf- 
Astoria, April 5 
and 6, 1937. 


Booth No. 33 


COLOR 34—Oakbrown 
47—Acajou (Carnelian) 
|37—Marine Blue 
|74—Scone Grey 
222—London Mist 
12—Red Cedar 
|60—Evergreen 
455—Garnet 





8—Gunmetal 
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COLOR 25—Coffee Brown 
74—Indies Brown 
88—NMarine Blue 
28—Regent Brown (Men's Kid} 
!9—Custom Brown(Men's Kid} 


Quaker Cily Wiwision 


COLOR  |0—Custom Brown) These Leathers 





20—Regent Brown i. Kid Wirplayed 
Official Opening 


Black 
of American 
24—Cottee Brown . Leathers for Fall 
Black Glazed Kid and Wihabes 
Black Silkid 1937, Hotel Wal- 
dorf - Astoria, 
April 5 and 6, 
1937. 


Booth No. 34 





QUAKER CITY and MceNEELY DIVISIONS 
ALLIED KID COMPANY 
Huntington and Fairhill Streets, Philadelphia, Pa. 
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Fall, |937 Celcss 


ecially Dwwision 
Kid Linings 


COLOR 


111—Apple Green |80—Pearl Grey 
125—Persian Melon 181—Eel Grey 

|26—Apricot Beige 197—Mist Grey 
|27—Mahogany |23—Mushroom 
133—Baby Blue 151—Water Lily 


54—Parchment 141—Oxford Grey 


108—Deep Night |42—Wisteria 
|09—Baby Pink 147—Tea Rose 








sun tatu | Bea Wiwidion 


Bioplayed 
Official Opening 
of American 
Leathers for Fall 
and Winter, 1937, 
Hotel Waldorf- 
Astoria, April 5 
and 6, 1937. 


Booths 
No. 33 and 34 


Gold Kid 

Silver Kid 

Black and White Glazed Kid 
Colored Linings 

Black Patent Kid 

Marine Blue Patent Kid 
Evergreen Patent Kid 
Coffee Brown Patent Kid 





STERLING and SPECIALTY DIVISIONS 


ALLIED KID COMPANY 


Pad South Street, Boston, Massachusetts 
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gsTORIA NEW YORK gpg « My 


» WALDORF 
700TH 54. OFFICIAL LEATHER gpENinG 


Write for SAMPLES 








ecaimeeame 
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--not a mere phrase. but 


Gn invilalion ~ a challenge - a fotomise - 


to show you why Ohio's Calf Creations are Internationally recognized 
for their superb tannage. A challenge to compare them with other fine 
leathers; to better acquaint you with the most popular selling colors and 
finishes. An invitation extended by the world's finest calf manufac- 
turers to you who cut it in the form of fine footwear. Ohio's Calf 
Creations help you to build the prestige of your men's, women's and 
children's lines. Your customer acceptance will indicate its merchan- 
dising advantages. 


COLORS for FALL show more life, and Ohio's color technicians give a 
brilliant interpretation to the colors named by the Joint Committee of 
Tanners, Shoe Manufacturers, and Retailers in cooperation with the Tex- 
tile Color Card Association. 


A COMPLETE SERVICE IN FINE CALF LEATHERS @ THE OHIO LEATHER COMPANY e@ GIRARD, OHIO 








@ 
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The truly perfect companion for your new- 


YS ANI RO RAT RET TE ae eee 


est jungle prints and other smart summer 


costumes is the Bodeau — a trim Rhythm 


oe er rrr 


Step shoe in impeccable Evans White 
Suede. The Bodeau is tailored on front 
and quarter with soft-surface Evans Suede 
and is accented for trimness by smooth- 
glazed kid on instep and strap. Its subtle 
design answers the cry from Paris for shoes 
that are naively feminine, yet modishly 
tailored. Enjoy the weightless Rhythm 
Step 3-point support. Your nearby dealer 


| can suit you perfectly in both size and price. 


NELSON 


te chan WWI t . Seve C 
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EVANS Kid LEATHERS ride along with high fashion. High 


fashion as seen in the April 15 Vogue — and high fashion 
as seen in Rhythm Steps and countless other well designed 
shoes. Shoes by manufacturers who make profitable use of 
the style aura that surrounds EVANS Kid LEATHERS. In smart 
colors, or in the increasingly popular white suede and kid, 
they are authentic in tone. They fit perfectly into every 
fashion picture. In the factory, too, EVANS LEATHERS are 
outstanding. Their fine workability makes possible the in- 
teresting dressmaker details so much in demand by well 
dressed women. Standardize on fine-grain EVANS KID and 
EVANS feather-soft SUEDE. They'll lead your shoes to even 


greater heights. John R. Evans & Co., Camden, New Jersey. 


—— we a 
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tyling and Selling hoes 
Li not Sasy . ai ae a 


here's a suggestion which will help considerably ! 
Give yourself every advantage in material by 
deciding now to use the entire Mitchell & 
Peirson line! 

M. & P. Glazed Kid, in black and the de- 
sirable, modish colors, is sure to help your 
products sell. Made from the finest goatskins 
(in both South American and India types to 
meet your needs exactly), processed skillfully 
to bring out and retain the natural grain and 
fine working qualities, M. & P. Glazed Kid 


tempered for close lasting and form-retain- 
ing firmness, add that elusive something 
which sets apart shoes lined with M. & P. Kid 
Linings! Offered in No. 22 Parchment; No. 112 
Water-lily; No. 125 Pearl Gray; No. 127 Light 
Gray, No. 52 Fawn and No. 121 Gray Grebe. 

M. & P. Glazed Kid Slipper Stock, the ideal 
aid to presenting your workmanship to the 
utmost advantage! Superb quality—firmest of 
texture —strong-fibred to hold stitching and 
economical cutting qualities all combine to 
make M. & P. Glazed Kid 








BOOTH 50 


TANNERS’ COUNCIL 
LEATHER EXHIBIT 
Waldorf-Astoria 
April 5-6 


gives full scope to your crafts 
manship and modern styling. A Slipper Stock the one you can 
7 ; Shoe Colors: : 
kid leather which ga any Black and choose with the greatest of con- 
foot and moves quickly from the No. 95 Coffee Brown fidence! In No. 58 Blue, No. 68 
dealer's shelf. 94 Oak Brown Green, No. 90 Brown, No. 99 
M.& P. Kid Linings, correctly 96 Manoa Brown Burgundy and No. 1o1 Red. 
89 —— Kiltue Red 
40 Highland Blue 
120 Scone Gray 
For those desiring a high style 67 Clan Green M. & P. also offer glazed kid 
lining we now offer the accepted 41 Light Marine Blue especially finished for sandals, 
shades of blue, scarlet, green 434 Dark Marine Blue in pastel shades of pink, blue, 
and purple, which are, of course, go Club Tan (Men's) yellow and green. 
waterproof. - 
































Mitchell €> Peirson, Inc. 


Philadelphia 
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On Display at Booth 41, Official Opening of Fall Leathers, Waldorf-Astoria, 
New York, April 5 and 6. Also E-O Flexible Innersoles and Vegetable Lining Calf. 
Samples sent on request. 


EAGLE-OTTAWA LEATHER COMPANY 


TANNERIES AT GRAND HAVEN AND WHITEHALL, MICHIGAN 
Distributors Located In: New York, 2 Park Av.; Chicago, 912 W. Washington Blvd.; San Francisco, 
615 Howard St.; Philadelphia, Robt. D. Smith & Co., 325 Arch St.; St. Louis, G. T. Leavitt & Co. & 
Wm. M. Taggart Co., 1602 Locust St.; Boston, F. W. Dow Leather Co., 112 Beach St.; Los Angeles, 
1012 Broadway Place, Eagle-Ottawa Leather Co.; Portland, Eagle-Ottawa Leather Co., 1238 N. W. Glisan St. 
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With this Gallun vegetable tannage, he is in his 
natural element. That is why Cretan and its com- 
panion leathers so often predominate in the cus- 
tom department of the quality shoe manufacturer, 
and in the shop of the custom bootmaker. They are 
ideal for fine bench-made shoes, like this hand- 
some, hand-welted example—and you find them at 
the top of every line that seeks a name for quality. 
A. F. GALLUN & SONS CORP., Milwaukee, Wis. 














STARTING a season of style is a more orderly procedure in 
shoes than any other line of apparel, so they tell us, and it is 
largely due to the fact that the color conference and the official 
opening set a date for organizing things. 

In the apparel industry there is always the necessity of wait- 
ing for the leaders and the trend is only determined by the 
trial and error of buying models or stealing them and testing 
them out with come one, come all, until it’s finally shaken 
down into a definite mode, trend and acceptance by merchants 
everywhere to present to consumers that process once existed 
in shoes. 

But since the days of the Joint Styles Conference, the Ameri- 
can shoe and leather industry has set a date for a general start 
in the direction of a new and advance style season. On that 
date all men who are prime movers or motivators of fashion 
gather together in one place, at one time, to talk over the new 
season. It is an amazingly cooperative undertaking, even 
though each and every participant seems to be wending his 
individual way. With the best style brains of the industry 
gathered together in the Style Conference and leather displays 
at the Waldorf-Astoria, it is obvious that whatever is accepted, 
affirmed and approved by definite orders for colors and ma- 
terials has a fair chance of becoming the right shoes, at the 
right price, to the right customers, at the right time. 

There are in this country only a few hundred prime movers 
of fashicn, if you get what we mean. The men who start the 

[TURN TO PAGE 138, PLEASE] 
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Shoes 
Designed by WEINSTAT 





€ alishimn 
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Detathed in Cubana. the mes 

tan. Brassevelettrim:. Heavy stitching 
in lighter tan. Square toed last and 
high throat strap patte no ld Sbuilt 
rip te thre heel. Suttable fo devel 
7 Qaeithout the elets im 


Crushed o 


SPORT SHOE 


EN collegiate and country shoes, color has its 
heyday. A colored shoe fits better into the pic- 
ture of tweeds and bright sweaters than into any 
other costume category. 

So here is where the new Tartan colors will 
be featured; in the green, red, gray and blue for 
all-over shoes, the gold used chiefly for trimming 
touches. The brighter browns and rusts are 
volume colors. Navy is not to be forgotten. 
The black sports shoe is maintaining and in- 
creasing its style position. 

Reverse leather, because it is so comfortable 
and so casual, still outranks all other for this 
type of shoe. Smooth calfskin is a higher style 
choice. Alligator belongs in the higher price 
ranges, and there will be a limited demand for 
crushed leathers, grains and prints. 

































































WALKING SHOE 


CALFSKIN will get the fashion spotlight in town and country 


qalfshkimn 
models. Kid maintains its position as the leading leather for 


shown in Oak Brown with 
self color stitching, High comfort types of walking shoes. Suede shoes, with new tip 
Gt) concealed eee: 18% and fox treatments, are indicated in both style and comfort 
built-up leather heel. lines. And nothing is smarter when price is no object than 
{Iso adaptable to Alliga- all-over Alligator tailored shoes. 

Louhees and pide and Black and brown share honors for first place. The darker 
Reverse Leather (particu. Coffee Brown for staple types, brighter all-brown for the 
larly in Navy or Gray). average customer, Red Cedar and Cubana for fashion promo- 
tion. Acajou, always identified with custom shoes, will un- 
doubtedly become more generally popular this Fall, with the 
momentum given wine shades this Spring. Green will also 


Shoes Designed by 
be promoted as a high note. It is in this type of shoes that 


Weidner . ‘ f 
gray suede, to be worn with tweeds in the Fall and later with 


gray fur coats, is at its best. Marine Blue appears in the early 
season. 

Both the sports shoe and the town and country shoe still 
cling to high lines. Whatever boots are shown will be best 
promoted early for the college trade and later for cold weather 
wear in these sturdy types. 


S pecigica ‘ous—| 





CS Titiiftte titi me eesti 


An oxford detailed in black with 
black trim in tip and saddle treat- 
ment, Adaptable to combination of 


suede with eal, 17, 8 heel. 
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Kidskin, Suede And Pat- 
ent Leather Share The Honors 
For Afternoon And Dinner 


Wear 








THE two extremes of formal silhouettes are dramatized on these 
two pages—the high, glove-like line and the trimmed pumps. 
We give the high line two to one, but the pump belongs in the 
picture, with a rising record of sales in the Palm Beach and 
Spring picture to prove its significance for the future. 

Novelty gorings figure as a more important way of creating 
the high line in formal types. And the newest of glove-fitting 
shoes, taking its cue from the shoes Padova showed at Schiapa- 
relli’s opening, used bands of elastic leather, indistinguishable 
in appearance from regular leather, to achieve its effect. 

Kid will be the dressy leather par excellence when a colored 
shoe is wanted. Suede is the favorite for the black and Coffee 
Brown formal shoe. The timing of black patent leather is con- 
ceded to be best for the August shoe to be worn with the first 
dark dress. Suede leads in the afternoon shoe for the later 
formal season. 

A touch of gold is the smartest of accents for these dressy 
shoes for October and afterward. And small open toes will be 
another point of difference in distinguishing the dressy Fall 


shoe from the street shoe. 
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Formal Types Important Early And Late... 


,oor™* 


wht 


WDRESS shoes come early upon the scene, when 
dark sheers and the first crepe or satin dresses 
are worn in August. And then they re-appear 
in late October when the dressy Winter coat is 
in order, and the formal season begins. It is be- 
cause they do this two-timing act and because 


they are getting to be a more and more salable 


-type that we give them two pages to emphasize 


their importance. Elegance in fashions is no 
longer just a wish; it has come true. Every 
smart woman has the urge to include in her 
wardrobe softly feminine, formal clothes, and 
the lighter shoes that go with them. 


gned 
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Shoes Designed 


by Borda 


THE Fall street shoe as we show it here, means the 
shoes for every day and all day, the most essential type in a 
woman’s wardrobe. The consensus is that shoes in this category 
should be kept simple in detail, to distinguish them from this 
Summer’s fancy patterrs. Silhouette is the important thing, as 
dramatized in these two shoes, which are both reserved in their 
trimming but have interesting lines. 

Just how high it is wise to make the street shoe silhouette is 
a debatable point. Higher than ever, say some stylists. Down in 
front, say others. Our opinion is that the high line will continue 
jn the majority of shoes but that every store would do well to 
have some of the lower cut patterns, such as the one-eyelet tie 
shown here. 

The high line has fitting properties which recommend it to 
most women, ‘but there are plenty of women with high insteps 
to whom it is not becoming. The slowly increasing interest in 
pumps and low cut step-ins this Spring leads us to believe that 
there is a style demand for lower, lighter looking shoes, to be 
played along with the high cuts. 

In patterns, te unusual treatment of straps continues to be 
the most important theme, with new variations of crossed of 
fects a Fall keynote. 











Kidskin 


Shown in Acajou Red. A 
one eyelet gypsy oxford 
with decorative stitching 
and novelty eyelet, the 
simple custom type best 
suited to novelty colors. 
20/8 heel. Adaptable 
to Suede, Calf, Reptile. 









































Supported by Smooth Leaders and 


Reptiles, Suede Shoes Play the 


Fashion Lead For the Fall Season. 


cS pe C ipicaliows ~ 





Suede with 
Patent 


Detailed in black and 
equally suitable for 
browns. A cross strap 
pattern with triple tongue 
treatment. 20/8 heel. Also 
adaptable to the new com- 
bination of Kid with Pat- 
ent or to Reptile with Calf. 














THE choice of leathers for street shoes centers about 
suede as always and just as much as always, price notwith- 
standing. 

Reptiles will be featured earlier than suede by some retailers, 
after suede by others. 

Kid and calf, that will understudy suede right through the 
season, are slated to step forward to a more prominent place in 
the second run. 

It is a foregone conclusion that black will account for 60 per 
cent up in Fall and Winter color selections. Marine Blue will 
have a place in the early season. But with blue costumes less 
general this Spring than usual, the merchandising of blue as a 
carry-over color does not figure with any great importance. 

Brown, on the other hand, is expected to come in early as a 
selection for the beige and colored clothes carried over from 
Spring. Coffee brown, which is just a shade lighter and just a 
trifle redder than the old Marrona, ranks as the key brown in 
this type of shoe. 

Bright browns and russets are less important for general 
street wear than they are in tailored types. Acajou has a very 
good chance of becoming a significant novelty shade, particu- 
larly in the smooth leathers. 
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A Town shoe six eyelet, bal with 
square tip and discreet custom 
detailing in Regent Brown Kid 
or Kangaroo. Custom detailing 
on the upper features a double 
row of orange stitching. The 
same orange stitching is carried 
out on the welt which has close 
cropped extensions, spade and 
shank, and a full leather heel. 
This model by STACY ADAMS. 

















FOWN SHOE 


OF 
KANGAROO 


Coler and Texture of Fall Leathers 
Are as Important as Patterns in 
These Three Town Shoes for Fall 


Promotion 


W ITH town clothes taking a quiet and more formal 
trend and interest manifesting itself still further and 
the texture of these suitings, the importance of surfaces 
and colors in leathers for town shoes assume added 
importance. For when colors in suitings become more 
subdued and more neutral as they will this Fall, the 
opportunities for leathers of a lighter color and a more 
diversified texture is clearly indicated in shoes. 

This interest in texture in town suitings is high- 
lighted by the return to popularity of the very accept- 
able Sharkskins and the Pin Head Fabrics. Shark- 
skins are now featuring large overplaids and subtle 
stripings of bright colors. Cheviots of a darker char- 
acter are similarly relieved with stripes of varied spac- 
ing and color, while stripes are to be seen too in 
Worsteds and Worsted Flannels which are of a decidedly 
more subdued cast. 

To accent this trend toward an even more formal tone 
in suitings, there are several new shoe colors for town, 
as well as the accepted colors of last season. There is 
a new ruddy shade called Club Tan to complement 
those ensembles in which the reddish brown cast is pre- 
dominant. Rust tones and Garnet are very smart in 
small, discreet areas in men’s accessories, a trend which 
makes the new Town Tan important. It is the rich 
shade of tan which has been so admired in English 


Custom shoes. 
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THE very essential neutral tones in accessories indi- 
cate the necessity for a neutral brown for casual town 
wear, particularly in smart bluchers of the type which 
we illustrate. It may be found in the Regent Brown, 
and is most successful in the smoother and boarded 
types of leathers. Red tones include the perennial 
favorite Burgundy which finds new stimulus in Garnet 
and wine-colored stripings in suitings and haberdashery, 
and a new color, Custom Brown, which is this year’s 


Ye, CALF LEATHERS 


interpretation of the favored Bourbon shade with a 
much richer and fuller cast. We illustrate a pair of 
town shoes in Kid or Kangaroo with discreet detailing, 
an extremely smart shoe with clean, sweeping lines. 
The true custom expression of the Town Blucher, with 
very much fuller extensions and more pointed toe, and 
the conservative English town oxford, which takes the 
opposite trend, are ideal models for development in 
smooth, boarded or lighter grained calfskin. 
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A five eyelet Town Blucher, with 
full spade and extension, slightly 
pointed swing toe, wing tipped, 
with larger medallion perfora- 
tion and heavily pinked and per- 
forated overlay on quarter. De- 
tailing on vamp includes the 
contrast of heavy perforations 
and pinking and finely spaced 
machine stitching developed in 
Regent Brown Boarded Calf by 
CHARLES CORT, INC. 


A five eyelet Town Brogue, with 
square tip, featuring a large me- 
dallion perforated tip, and 
pinked and perforated quarter 
foxing in Custom Brown boarded 
or grained calfskin. This model 


from CHARLES CORT, INC. 


Photos by 
GEORGE PELZER 


The magazine background cour- 


tesy of COUNTRY LIFE. 
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WHEN one thinks of leather for country shoes, the 
material that first suggests itself is Reverse Type of 
Leather. By its very nature it belongs in the field. It is 
practically indestructible, cleans well and responds to 
the brush like the coat of a well-bred terrier. It would 
seem that this year it has reached its peak of smartness 
in the new Mallard Brown which tanners are featuring 
this year, for this is the color which most closely approxi- 
mates the Russet shade that is to be seen in Rugged 
Bluchers, Sturdy Brogues, Norwegian Front Shoes and 
Monk Shoes to be seen at English and Irish race courses 
and in the Scottish hunting country. 

For rugged country and wet weather wear, this shoe 
might be developed in Norwegian Grains or in any of the 
oil treated calfskins or veals, of which so many success- 
ful types have been developed this season. 





WVE illustrate Reversed Leather here detailed to the 
American taste, with heavy stitching and harness detail- 
ing. To augment the casual air of the country suit of 
Tweeds or Shetlands, reverse leather is the ideal material 
for the country shoe. It is the favorite of the young high 
school boy, the college man and the sportsman. It is 
today definitely beyond the promotion stage and a shoe 
made from it is an essential part of the complete shoe 


wardrobe. 
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A five-eyelet Blucher in Mallard 
Brown Reversed Leather, Calj 
or Side, Leather, with an overlay 
of Heath Brown Willow Calj, 
heavily stitched with light brown 
stitching and featuring a hand- 
sewn detail on the lace stay. The 
cable lace gives an added rugged 
touch and full leather sole and 
heel make it a real sturdy shoe. 
It is made over one of the most 
acceptable plain toed lasts yet to 
be developed from an English 
model. Makes an ideal fitter, 
with plenty of toe spring. From 
the Herwoop Boot Anp SHOE 
ComPAny. 











Two Shoes Developed for Country Wear, for Race 
Course Wear and for High Style Town Wear 


by 
JOHN REILLY 





For Turf Wear. A_ five-eyelet 
Blucher in Club Tan calf with 
full medallion perforated tip and 
custom detailing on vamp and 
quarter. For Town wear the same 
shoe detailed in Black waxed or 


WHEN the Blecher comes to town it makes a real 
smart dress oxford. The shoe illustrated, if it were 
developed in black waxed or Russia calf, would be about 
as “high style” a shoe as might be seen on Madison 
Avenue or Bond Street. Here is the ultimate in the 
“bespoke” bootmaker’s art. The tip is very much fuller 
than that usually seen in a Blucher of this variety, and 
the medallion perforations fill the tip very well; the 
hand-crimped vamp sweeps beautifully along the fore- 
part to the top of the tongue. The novel pattern on the 
vamp and quarter and the custom detailing on the lace 
stay accentuate this streamlined sweep. The welting is 
carried back to the heel over a shank which is very much 
broader than that customarily seen in shoes of this type 
and the heel is considerably longer and flatter. 








Russia calf. This model from 
Cuarres Cort, INc. 


We illustrate this model on a 
Covert cloth coat, with a black 
derby and umbrella, the tradi- 
tional attire of the well-dressed 
English race goer. 





CALE 








We show this shoe as a Town and Turf shoe because, The Umbrella and Travel- 
detailed properly, it is the correct shoe, odd as it may ling Case from Mark 
seem, for formal day wear in town or for use at the Cross. 


race course. We illustrate it here developed in Club Tan 
Calf. This is the shade that is seen worn so smartly 
with the Covert cloth coat at the smart race courses on 
Long Island. 









Kip, CALF and ELK Continue 


as Leading Leathers for All 








Ages 


In shoes for infants and small chil- 
: dren these sturdy leathers take first 
place. Elk, elk with shark tip, buf- 
falo with calf trim, reversed leather 
if with aligator print trim and buck. 
i (Left to right.) 
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‘Diversity Of Leathers 
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Reversed leather, calf, kid, calf with 

alligator print trim and black patent 

provide variety and style for the 
growing girl. (Left to right.) 


{rom season to season, elk continues 
to offer one of the most scuff-proof 
surfaces on the market. Combined 
with sharkskin it makes an ideal 
: play shoe. Calf, reversed and grain 
leathers are all important for the 





W HAT will be the best leathers 
for boys’ and girls’ shoes this com- 
ing Fall? Which will give the best 
service, be healthiest, look the 
smartest? These are questions the 
manufacturers are asking now and 
these are the questions that parents 
and older boys and girls will be 
asking a few months hence. 


Certain leathers have become 
classic for certain uses. In the 
pre-school group, kid, buck and 
elk, in white and smoke color, are 
staples. 

Beginning with the four- and five- 
year-old boys and girls more varied 
needs are met by greater variety in 
leathers. From year to year and 


growing child. Among the grains, 
buffalo is proving serviceable and 
attractive. For dress, kid and patent 
are still the favorites with the ac- 
cent on patent for party wear. 
Variety in style for the small 
child depends primarily on clever 
combining of leathers with differ- 
ent surfaces. Elk with sharkskin, 




















Fall Picture For 


Combinations of leathers and colors 

give smartness to sport shoes. Re- 

verse leather with calf plug, combi- 

nation of smoke and tan elk, white 

reversed leather with tan calf over- 

lay, white reversed leather with al- 
ligator print overlay. 


buffalo with calf, reversed leather 
with alligator print or calf, give 
smartness through contrast. The 
standard colors in all these leathers 
are tan, brown and smoke. Black 
is used very little, except for patent. 

Very much the same picture ap- 
pears for the growing boy as for 
his small brother. Here elk is the 
volume leather in the lower, and 
Norwegian calf in the higher price 
ranges. Reversed leather and elk are 
most popular for sports wear. Style 
and variety are achieved, to a large 
degree, by combining _ leathers. 








Black, brown, tan and smoke are 
the regulation Fall colors with some 
white introduced into sports shoes. 

The story of leathers for the 
growing girl includes kid, calf, re- 
versed leather, patent, and various 
fancy leathers for trims, in the 
usual brown, tans and black. In 
the last year or two girls of this 


For active growing boys, elk and 
calf are the best leathers, first, last 
and all the time. Calf, Norwegian 


FINISHES Include Reversed 
Types, Smooth and Boarded 
Surfaces, Elk Finishes, Lighter 


Grains, Novelty and Alligater 


Prints 


calf, elk and calf. 





Eoys Amd Girls .. . 













age have been asking for more 


color—-blue in kid and calf for 
formal shoes; blue, green and gray 
in reversed leathers for sports and 
semi-formal wear. 

Altogether the Fall season in 
leathers for boys’ and girls’ shoes 
promises to be varied and _ inter- 
esting. 
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New Fashion Themes 





Leather Makes The Finest Shoes 


Fashion and Merchandising Guide for 
Women’s Footwear. Fall 1937 

THE eleven colors listed herewith comprise the ten 
new and one repeated color for women’s shoes adopted 
for the 1937 Fall and Winter seasons by the joint com- 
mittee of tanners, shoe manufacturers and retailers in 
cooperation with the Textile Color Card Association. 

The following coordination notes have been pre- 
pared by Margaret Hayden Rorke, managing director 
of the color organization, as a guide to the shoe and 
leather industries in the merchandising of these Fall 
colors. This analysis gives the proper tie-up of each 
shoe color with the newest color movements in Fall 
costumes and accessories: 


Red Cedar (new color)—The continued fashion in- 
fluence of the coppery shades in accessories as well as 
costumes gives emphasis to this smart swagger tone for 
tailored town and sports wear. Contrasts with greens, 
grays, dark beiges, navy, black and lively sports shades 
in costumes. Also blends with the new coppery and 
rust tones in Fall textiles. Used alone or in combina- 
tion with coffee brown, marine blue, clangreen, scone 
gray or highland blue. Also a glove color. 


Coffee Brown (new color)—This rich neutral brown 
fulfills many purposes for general wear with costumes 
in browns, dark beiges and greens of all types. Also a 
very chic contrast to deep rose tones, including hazy 


mauvish casts. Used alone or combined with Cubana, 
red cedar, clangreen or tartan gold. Also a glove color. 


Acajou Red* (new color)—The rising style prestige 
of the mahogany shades in costumes and accessories 
brings this new interpretation, acajou red, into promi- 
nence. This high style version forms an important con- 
trast note with costumes in brown, gray, navy and other 
blues, also black. Harmonizes with new brownish wine 
tones and reddish browns, including the mahogany 
gamme. Used alone or in combination with black, 
marine blue, scone gray or highland blue. Also a glove 


color. 


*Acajou is the French word for mahogany. 


Oakbrown (new color)—Smart rendition of a golden 
wood brown that has wide favor as a complement to 
Fall costumes in light browns, warm beiges, golden and 
amber tones and greens. Used alone or in combination 
with clangreen or tartan gold. Also a glove color. 


Cubana (new color)—This new Fall development of 
a lively tropical tan is stressed for wear with sports 
and tailored clothes in warm tans and browns, greens, 
grays, navy and other blues and tweed mixtures. Used 
alone or combined with coffee brown, clangreen, scone 
gray, marine blue or highland blue. Also a glove color. 


Marine Blue (repeated color )—Retains its firm posi- 











Seen in Colors for Fall 


Tanners, in Cooperation With Textile Color Card Association, 
Select Shades to Speed the Sales of Men’s 
and Women’s Footwear 


tion as the most widely accepted navy for leather re- 
quirements. Used alone or in combination with acajou 
red, red cedar, Cubana, Kiltie red or scone gray. Also 
a glove color. 


Scottish Clan Colors 

The increasing enthusiasm for the Scottish influence 
in the Fall mode, high-lighting costumes in the colorful 
tartans or plaids of the ancient Clans, lends strong 
fashion interest to this smart color collection. 

These swagger shades, typical of the picturesque 
tartan of old Scotland, have special promotional impor- 
tance for shoes of the sports genre, particularly in 
sueded leathers. They are used alone or in combination. 
Scone gray is also a glove color. 


Tartan Gold (new color) 
Kiltie Red (new color) 


Clangreen (new color) 
Scone Gray (new color) 


Highland Blue (new color) 


Merchandising Guide for Men’s 
Shoes, Fall 1937 


Note 

Black leathers retain their importance for Fall and 
Winter. 

The following merchandising notes have been com- 
piled by Margaret Hayden Rorke, managing director 
of the color organization, as a guide to the men’s shoe 
industry in the promotion of the eleven Fall colors 
adopted for men’s shoes for the 1937 Fall and Winter 
seasons: 

Town Colors 

Club Tan—For well polished custom type town 
shoes to complement pigskin or mocha gloves and snap 
brim hats of ruddier tone than the conventional dark 
browns. 


Town Tan—New rust-toned leather shades seen in 
shoes of the British type. This extremely ruddy color 
is an innovation this season and can be effectively used 
to repeat the popular rust tonings of haberdashery. 


Custom Brown—New version of the bourbon type, 
slightly fuller than the old color so long a favorite in 


men’s shoes. Used in smooth or boarded leathers and 
featured likewise in reversed leathers. Also seen in ski 
boots. 


Regent Brown-—New dark brown which appeals to 
many men because of its neutral qualities. Used in 
smooth or boarded leathers. While not of the same 
volume importance as custom brown, it is a necessary 
color for rounded stocks of men’s shoes. 


Burgundy Brown-—Revives the perennial cordovan 
type color, which shows strong sales possibilities for 
late Fall and Winter in the new waterproofed leathers. 


Hunting Colors 
Pheasant Tan—Favorite color of sportsmen for pig- 
skin belts and trappings, as well as grained leather 
shoes. Shown only in the new country type footwear, in 
the newer pebbled and grained surface leathers. 


Hunting Tan—Sports color of Scottish influence, 
used in hunting boots of the heavy willow grained 
leathers. This important new shade shows possibilities 
for fashion acceptance in this country equal to its popu- 
larity during the hunting season in Great Britain. 


Mallard Brown—New lighter russet shades of the 
Irish type, featured in reversed leather in sports shoes 
worn at the races and for hunting. 


Heath Brown—New interpretation of the popular 
sports color harness brown. This shade has volume 
possibilities for all types of country and sports shoes, in 
waterproofed, boarded or willow grained leathers. 


Partridge Brown—-The new ruddy shade featured in 
custom type sports shoes of pigskin and grained leathers. 
Partridge brown and pheasant tan are limited in vol- 
ume, but they both have high fashion prestige. 


Gun Club Gray—Darker Fall shades for gray re- 
versed leather sports shoes, which have been selling in 
steadily increasing volume. 


Note 
Black leathers continue important for Fall and 
Winter. 
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A NEW 


WHEN the Norwegian peasant shoe made its appear- 
ance just about this time last year, it was a much needed 
novelty. “Just the shoe” everyone said, “to take the 
place of the Jai-Alai sensation of the previous two 
years,” the sales of which had begun to fall off. The 
Norwegian enjoyed tremendous popularity last Sum- 
mer and despite the fact that it was a difficult shoe to 
keep on the foot, thousands of pairs were sold. Neces- 
sity being the mother of invention, arch-fitting features 
were developed in this type of shoe and this year they 
have been brought to a point where they are real, 
practical outdoor shoes—not just sturdy bedroom slip- 
pers or shoes to be worn with the heaviest of woolen 
hose. 

Further experimentation has brought a new school 
of thought on the subject of this pattern. This year’s 
Norwegian peasant shoes are to be seen in various 
combinations of white buck and tan calf, all tan reversed 
leather and in combination of tan reversed leather and 
smooth cali. Some of the models now use laces and 
feature heavy crepe soles in color. The Jai-Alai, too, 
has come in for its renaissance of popularity due to its 


SHOE for Summer Promotion 





The SLACK—A One-Eyelet Blucher Unlined and 
Featuring a Counterless and Boxless Construction 
in Natural Saddle Leather From Winthrop Shoe 


Company. 


development in colored reversed leathers with crepe 
and rope soles. There is a steady demand for shoes of 
this character, particularly during the Summer months. 
and for cruise and deck wear. In some patterns, colored 
sail-cloth has replaced the original white elk, light 
colored rubber welting being used to accent the colored 
uppers. There was considerable discussion about a 
Norwegian peasant shoe to be made of peasant fabrics 
for beach wear. Such a shoe has yet to put in its ap- 
pearance but the necessity and place for it still remain. 

When a shoe gets so far afield from the original 
model that it resembles it only slightly, as this year’s 
interpretation of the Norwegian peasant shoe most 
certainly does, it is often well to start from scratch and 
develop a new idea for that specific need. Unquestion- 
ably, the Norwegian shoe of today is a far better shoe 
than its forebear ever was but perhaps a fresh approach 


is needed. 
[TURN TO PAGE 138, PLEASE] 
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NEW AND POPULA EN’S LEATHERS 


DUCKBAK | SKI GRAIN: 


WATERPROOF STURDY FOR FALL SHOES 








See Them at The Show, Booth 44, Waldorf-Astoria, New York, April 5 and 6 
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Exhibit Committee 


Tanners Council of America 


James J. Lyons, Surpass Leather Co. 
Chairman 

Joseph T. McCauley, Allied Kid Co. 

George H. Mealley, The Ohio Leather 

Co. 

Robert J. Mellin, A. C. Lawrence 
Leather Co. 

Frank H. Miller, G. Levor & Co., Inc. 

Louis J. Robertson, Robertson, Inc. 

Daniel N. Gutmann, Gutmann & Co. 


Adams Buckskin Co., Inc. 


Johnstown, New York 


Agoos Leather Companies, Inc. 
Boston, Mass. 


Allied Kid Company 


McNeely & Quaker City Divisions, 
Philadelphia, Pa. 
Standard Division, Boston, Mass. 


New Castle Division, New York, N. Y. 


Amalgamated Leather Co., Inc. 
Wilmington, Del. 


William Amer Co. 
Philadelphia, Pa. 


American Hide and Leather Co. 
Boston, Mass. 
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“I°VE GOT YOU 
UNDER MY SKIN” 


Official Opening of American Leathers 
for Fall, 1937, at the Waldorf- 
Astoria, New York, April 5—6, will 
feature New Leathers aud Colors of 


Sixty-one Exhibitors, as Listed Below 


PARTICIPATING TANNERS 


Armour Leather Co. Burk Brothers 
Boston, Mass. Philadelphia, Pa. 
Peter Baran & Sons, Inc. W. D. Byron & Sons of Md., Inc. 
Harrison, N. J. Williamsport, Md. 
J. S. Barnet & Sons, Inc. Carr Leather Co. 
Boston, Mass. Peabody, Mass. 
Barrett & Co. Colonial Tanning Co. 
49 Vesey St., Newark, N. J. Boston, Mass. 
Bayer Bros. Leather Co., Inc. Diamond Kid Co., Inc. 
New York, N. Y. Boston, Mass. 
Lucius Beebe & Sons, Inc. F. C. Donovan, Inc. 
131 South St., Boston, Mass. Boston, Mass. 
Beggs & Cobb, Inc. Dungan, Hood & Co., Inc. 
76 South Street, Boston, Mass. Philadelphia, Pa. 
Benz Kid Co. Eagle-Ottawa Leather Co. 
Lynn, Mass. Grand Haven, Mich. 
Bissell Leather Co. John R. Evans & Co. 
Peabody, Mass. Camden, N. J. 
Brandt Leather Corp. S. F. Foot Tanning Co. 
Norwood, Mass. Red Wing, Minn. 
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Modern Song of the Tanners at the Waldorf-Astoria Leather Exposition 
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THE TANNERS' COUNCIL OF AMERICA 


LEATHER SHOW~-: APR. 5-6, 1937. 
— BOOTH LAYOUT —- 








A. F. Gallun & Sons Corp. 
Milwaukee, Wisc. 


Griess-Pfleger Tanning Co. 


Boston, Mass. 


Gutmann & Co. 
1503-1521 Webster Ave., Chicago, Ill. 


L. H. Hamel Leather Co. 
Haverhill, Mass. 


Hiteman Leather Co., Inc. 
West Winfield, New York 


E. Hubschmann & Sons, Inc. 
Willow St., Philadelphia, Pa. 


Hunt-Rankin Leather Co. 


Boston, Mass. 


|. M. Kaplan, Inc. 
122 South St., Boston, Mass. 


C. D. Kepner Leather Co. 


Boston, Mass. 


Korn Leather Co. 
Peabody, Mass. 


A. C. Lawrence Leather Co. ' 
Peabody, Mass. 


G. Levor & Co., Inc. 
100 Gold Street, New York, N. Y. 


Lewis Leather Co. 
20! South St., Boston, Mass. 


Herman Loewenstein 
26 Ferry Street, New York, N. Y. 


Lord Tanning Company 
Box No. 279, Woburn, Mass. 


Marcus-Forscher & Co. 
93 Gold Street, New York, N. Y. 


McNeely & Price Co. 
Philadelphia, Pa. 


Mitchell & Pierson, Inc. 
Philadelphia, Pa. 


Monarch Leather Co. 
Chicago, Ill. 


R. Neumann & Co. 
Hoboken, New Jersey 


Northwestern Leather Co. Trust 


Boston, Mass. 


The Ohio Leather Company 
Girard, Ohio 





John J. Riley Co. 


Boston, Mass. 


Fred Rueping Leather Co. 
Fond du Lac, Wisc. 


Seton Leather Co. 
Newark, N. J. 


Samuel Shapiro 
183 William Street, New York, N. Y. 


Surpass Leather Co. 
Philadelphia, Pa. 


Thayer-Foss Co. 
201 South Street, Boston, Mass. 


Albert Trostel & Sons Co. 


Milwaukee, Wisconsin 


Verza Tanning Co. 
107 Foster St., Peabody, Mass. 


Winslow Bros. & Smith Co. 


Norwood, Mass. 


Wood Kid Company, Inc 
Wilmington, Del. 

Richard Young Company 
36 Spruce Street, New York, N. Y. 


See additional exhibitors on page 138. 
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When Buying Fall Shoes 


1—Adams Buckskin Co., Inc. 


Johnstown, New York 


2—Agoos Leather Companies, Inc. 
Boston, Mass. 


3—Allied Kid Company 


McNeely & Quaker City Divisions, Philadelphia, Pa. 


Standard Division, Boston, Mass. 
New Castle Division, New York, N. Y. 


4—Amalgamated Leather Co., Inc. 


Wilmington, Del. 


5—William Amer Co. 
Philadelphia, Pa. 


6—American Hide and Leather Co. 


Boston, Mass. 


7—Armour Leather Co. 


Boston, Mass. 


8—Peter Baran & Sons, Inc. 
Harrison, N. J. 


9—J. S. Barnet & Sons, Inc. 


Boston, Mass. 


10—Barrett & Co. 


49 Vesey St., Newark, N. J. 


| 1—Bayer Bros. Leather Co., Inc. 
New York, N. Y. 


12—Lucius Beebe & Sons, Inc. 
131 South St., Boston, Mass. 


13—-Beggs & Cobb, Inc. 
76 South St., Boston, Mass. 


14—Benz Kid Co. 


Lynn, Mass. 


15—Bissell Leather Co. 
Peabody, Mass. 


16—Brandt Leather Corp. 


Norwood, Mass. 


|7—Burk Brothers 
Philadelphia, Pa. 


18—W. D. Byron & Sons of Md., Inc. 
Williamsport, Md. 


19——Carr Leather Co. 
Peabody, Mass. 


20—Colonial Tanning Co. 


Boston, Mass. 


21—Diamond Kid Co., Inc. 


Boston, Mass. 


22—F. C. Donovan, Inc. 
Boston, Mass. 


23—Dungan, Hood & Co., Inc. 
Philadelphia, Pa. 


24—Eagle-Ottawa Leather Co. 


Grand Haven, Mich. 


25—John R. Evans & Co. 


Camden, N. J. 
26—S. B. Foot Tanning Co. 


Red Wing, Minn. 


27—A. F. Gallun & Sons Corp. 


Milwaukee, Wisc. 


28—Griess-Pfleger Tanning Co. 


Boston, Mass. 


29—Gutmann & Co. 
1503-1521 Webster Ave., Chicago, Ill. 


30—L. H. Hamel Leather Co. 
Haverhill, Mass. 


31—Hiteman Leather Co.., Inc. 
West Winfield, New York 


32—Hunt-Rankin Leather Co. 


Boston, Mass. 


33—E. Hubschmann & Sons, Inc. 
Willow St., Philadelphia, Pa. 


34—I. M. Kaplan, Inc. 


122 South St., Boston, Mass. 


35—C. D. Kepner Leather Co. 


Boston, Mass. 


36—Korn Leather Co. 
Peabody, Mass. 


37—A. C. Lawrence Leather Co. 
Peabody, Mass. 


38—G,. Levor & Co., Inc. 
100 Gold St., New York, N. Y. 


39—Lewis Leather Co. 
201 South St., Boston, Mass. 


40—Hermann Loewenstein 
26 Ferry St., New York, N. Y. 


4|—Lord Tanning Company 
Box No. 279, Woburn, Mass. 


42—Marcus-Forscher & Co. 
93 Gold St., New York, N. Y. 


43—McNeely & Price Co. 
Philadelphia, Pa. 


44—Mitchell & Peirson, Inc. 
Philadelphia, Pa. 


45—Monarch Leather Co. 
Chicago, Ill. 
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Specify AMERICAN LEATHERS 


46—R. Neumann & Co. A Sample Service for Boor AND SHOE RECORDER 
Hoboken, N. J. Readers 


47—Northwestern Leather Co. Trust 


Boston, Mass. 


48—The Ohio Leather Company 
Girard, Ohio 


49—John J. Riley Co. 


Boston, Mass. 


50—Fred Rueping Leather Co. 
Fond du Lac, Wisc. 


51—Seton Leather Co. 
Newark, N. J. 


52—Samuel Shapiro 
183 William St., New York, N. Y. 


53—Surpass Leather Co. 
Philadelphia, Pa. 


54—Thayer-Foss Co. 
201 South St., Boston, Mass. 


55—Albert Trostel & Sons Co. 


Milwaukee, Wisc. 


56—Verza Tanning Co. 
107 Foster St., Peabody, Mass. 


57—Winslow Bros. & Smith Co. 


Norwood, Mass. 


58—Wood Kid Company, Inc. 
Wilmington, Del. 


59—Richard Young Company 
36 Spruce St., New York, N. Y. 
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Know your leathers and you will 
be better equipped to buy the shoes 
that you can sell successfully and 
profitably. Read the advertisements 
of the tanners in BOOT AND 
SHOE RECORDER. See the new 
Fall leathers on display at the 
Waldorf-Astoria, New York, April 
4-5. Then select from the lists and 
advertisements in this section the 
leathers and colors in which you 
are interested. Note the numbers 
opposite the tanners’ names on this 
and the foregoing page and check 
on the coupon below the numbers 
of tanners from whom you would 
like to receive swatches. Please in- 
dicate whether you desire swatches 
for Men’s or Women’s Shoes. Mail 
the coupon to BOOT AND SHOE 
RECORDER and we will do the rest. 








| am interested in the leathers and colors of the following lines. Please send me 
swatches and information on the checked numbers. 


1—2—3—4—5—6—7—8 —9— 10 — I — 12 — 13 — 14 — 15 — 16 — 17 — “18 — 9 
20 — 21 — 22 —23 — 24 — 25 — 26 — 27 — 28 — 29 — 30 — 3! — 32 — 33 — 34 — 35 — 36 
37 — 38 — 39 — 40 — 41 — 42 — 43 — 44 — 45 — 46 — 47 — 48 — 49 — 50 — 51 — 52 — 53 
54 — 55 — 56 — 57 — 58 — 59 


I should like these leathers for Men’s Shoes \_) for Women’s Shoes |_| 


New York City 


239 West 39th Street 
Leather Service Section 


Name (Print) 


Address 





(Attach business card or letter-head} 
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WHAT THE TANNERS WILL 


AGOOS LEATHER COMPANIES, 
INC. 


Suede Kid New Fall Colors 


Coffee Brown, No. 240 
Marine Blue, No. 57 
Acajou Red, No. 256 
Araby Green, No. 249 
Black 


Vobuk New Fall Colors 


Coffee Brown, No. 27 
Marrona Brown, No. 35 
Harness Tan, No. 73 
Red Earth, No. 22 
Acajou Red, No. 21 
Spur Grey, No. 23 
Scone Grey, No. 25 
Araby Green, No. 42 
Clan Green, No. 93 
Marine Blue, No. 94 
Black 


ALLIED KID COMPANY 


McNeely Division—Glazed Kid 
Oakbrown, No. 25 

Coffee Brown, No. 74 

Marine Blue, No. 88 

Dapper Brown, No. 28 (Men’s Kid) 
Sorrel, No. 19 (Men’s Kid) 


Quaker City Division—Glazed Kid 


Harness Brown, No. 10 (Men’s 
Kid) 

Racer Brown, No. 20 (Men’s Kid) 

Black—(Men’s Kid) 

Marrona Brown, No. 24 

Black Glazed Kid 

Black Silkid 


New Castle Division—Shadow Kid 


Coffee Brown, No. 3N 
Oak Brown, No. 152 
Indies Brown, No. 172 
Cubana, No. 301 

Red Cedar, No. 1420 
Acajou (Carnelian) Red, No. 1475 
Clan Green, No. 1143 
Scone Grey, No. 76 
Highland Blue, No. 1360 
Marine Blue, No. 1330 
Evergreen, No. 1141 
Garnet, No. 1425 
Ardoise Blue, No. 1390 


FEATURE FOR FALL 


Brands and Colors to Be Shown at 
Waldorf-Astoria, April 5-6, 1937 


Lists as received from tanners up to time of going to press 


Gun Metal, No. 75 
Longchamps Beige, No. 920 
Aubergine, No. 1050 

Royal Blue, No. 1365 
Coronation Red, No. 1230 


Standard Division—Glazed Kid 


Oak Brown, No. 34 

Acajou (Carnelian) Red, No. 47 
Coffee Brown, No. 132 

Marine Blue, No. 137 

Scone Grey, No. 176 

London Mist, No. 222 

Red Cedar, No. 12 

Evergreen, No. 160 

Garnet, No. 455 


Specialty Division—Vode Doeskin 


Chaudron, No. 913 
London Mist, No. 922 
Coffee Brown, No. 924 
Marine Blue, No. 936 
Acajou (Carnelian) Red, No. 937 
Oak Brown, No. 927 
Garnet, No. 956 

Scone Grey, No. 973 
Highland Blue, No. 980 
Evergreen, No. 970 
Gunmetal, No. 978 
Black 


Lining Kid 


Parchment, No. 54 
Deep Night, No. 108 
Baby Pink, No. 109 
Apple Green, No. 111 
Persian Melon, No. 125 
Apricot Beige, No. 126 
Mahogany, No. 127 
Baby Blue, No. 133 
Oxford Grey, No. 141 
Wisteria, No. 142 

Tea Rose, No. 147 
Pearl Grey, No. 180 
Eel Grey, No. 181 

Mist Grey, No. 197 
Mushroom, No. 123 
Water Lily, No. 151 


Sterling Division 


Gold Kid 
Silver Kid 
Black Patent Kid 


AMALGAMATED LEATHER 
COMPANIES, INC. 


Kidskin in basic colors and the new 
high style colors. Charmooz in 
basic colors and a wide range of 
high colors and pastels. 

Amalcos, and Amalacs 

Gold Kid 

Silver Kid 

Genuine Reptiles 

Linings 

Slipper Leather 

Buckid 


WILLIAM AMER COMPANY 


Black Glazed “King Kid” 
Black Satin “King Kid” 

Black Suede “King Kid” 
White Glazed “King Kid” 
White Suede “King Kid” 


AMERICAN HIDE AND LEATHER 


COMPANY 


Willow Calf 

Royal Calf 

Princess Calf 

Mat Calf 

Rosebay Willow Calf 
Ooze Calf 
Pocketbook Willow Calf 
Cadet Patent 

Empire Sides 
Amergrain Elk 
White Buck 


PETER BARAN & SONS, INC. 


Genuine Alligator Leather in _lat- 


est Fall Shades. 
BARRETT & COMPANY, INC. 


Llama Calf, HM Weight, Natural 
Back For Women’s Unlined 
Shoes. 

Glazed Black 

Glazed Color 68—Coffee Brown 
is “  62—Oak Brown 

“  46—Cubana 

* 100—Kiltie Red 
101—Acajou Red 
103—Clan Green 
104—Marine Blue 
102-—Red Cedar 


[CoNTINUED ON PAGE 126] 
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"MUST BEA GOOD SHOE 
- ITS TROSTEL CALF!” 


@ It goes without saying—a shoe of Trostel 
Calf must be a good shoe. First, because the 
leather itself plays an important part in 
making the shoe good. Second, because the 
excellence of Trostel Calf attracts those manu- 
facturers of men’s, women’s, and children’s 
shoes who will not compromise on quality. 


On Display Booth 2 
WALDORF-ASTORIA, NEW YORK 
April 5-6 
Official Opening of American Leathers 
and Joint Styles Conference. 
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Llama Calf, L & LM Weight, For 
Women’s Lined Shoes. In same 
colors as HM Llama. 

Boardelay Calf, HM Weight, Nat- 
ural Back, For Women’s Un- 
lined Shoes. In same colors as 


HM Llama. 


J. S$. BARNET & SONS, INC. 


Thorobred Calf 


Gloria 
Brawnie 


Barnet Suede 


Sport—Men’s & Women’s Leathers 


BAYER BROTHERS LEATHER 
COMPANY, INC. 


Reptiles of ‘Various Kinds—Such 
as Alligators, Watersnakes, Liz- 
ard Skins and Frogs. Also a 
new line of Genuine Seal in the 
various substances suitable for 
bag, pocketbook and luggage 


trade. 
LUCIUS BEEBE & SONS, INC. 


Full line of Corona black, white 
and colored patent leather. Also 
black and colored elk and smooth 


finished sides. 
BEGGS & COBB, INC. 


Side Upper Leathers in Kips and 
Sides 
Black and Colored Patent Leather 
Dress Colors 
Sport Elk 
White Buck 


White Dress Smooth 
Metallic 


Splits 


Flexible (innersoling) 
Suedes 

Ooze & Finished Linings 
Slipper Soles 

Dress & Workshu 

White Bucktan 


BENZ KID COMPANY 
Women’s Colors 


Java Brown 
Madrid Brown 


Marine Blue 
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WHAT THE TANNERS WILL 


1937 


FEATURE FOR FALL 


[CONTINUED FROM PAGE 124] 


Slipper Colors 


Lining Colors 


Men’s Colors 


Madrid Brown 
Rosewood 
Slipper Colors 


Lining Colors 
BURK BROTHERS 


Black Glazed Kid 

Dull Satin Mat Kid 

Opal Oxide Kid—in various shades 
Opalox Kid—-in various shades 
Black Suede 


W. D. BYRON & SONS 
OF MARYLAND 


A full line of Sport and Economy 
lines of the seasonal colors in 
elk, smooth, and print finishes. 
Also Chrome Patent Leather. 


CARR LEATHER CO. 


Suedes 
Black, No. 50 
Brown, No. 70 
Brown No. 80-N 
Brown, No. 60 
Burgundy, No. 6 
Araby Green, No. 15 
Blue, No. 108 
Blue, No. 109 
Grey, No. 29 
Grey, No. 33 
Grey, No. 34 
Carnelian, No. 7 
Red Earth, No. 85 
Green, No. 16 


Carr-Buck 

Black, No. 75 
Brown, No. 70 
Brown, No. 80-N 
Brown, No. 60 
Burgundy, No. 6 
Red No. 101 
Green, No. 16 
Green, No. 15 
Grey, No. 29 
Grey, No. 33 
Grey, No. 34 
Blue, No. 108 
Blue, No. 109 


COLONIAL TANNING 
COMPANY, INC. 


Complete Fall Line of Colored 
Patent Leather. 


Mascara Brown, No. 99 
Chocolate Brown, No. 402 
Indies Brown, No. 258 
Chaudron, No. 277 
Spanish Tan, No. 312 
Marine Blue, No. 113 
Sailor Blue, No. 182 

Navy Blue, No. 364 
Clipper Blue, No. 166 
Ensign Blue, No. 184 
Oriental Oxblood, No. 195 
Bordeaux, No. 196 
Barbera, No. 368 

Araby Green, No. 314 
Grebe Grey, No. 392 
Steel Grey, No. 414 
Carnelian, No. 409 
Windsor, No. 410 

Red Clay, No. 411 
Corrida Red, No. 412 


DUNGAN, HOOD & CO., INC. 


Black, Blue, Brown and White Kid 
in Glazed, Satin and Dull fin- 
ishes. 


EAGLE-OTTAWA LEATHER CO. 


Chrome Patent 


Red Earth 
Chaudron 


Cinnamon 


Crown Gold 


Bourbon 


Ardoise Blue 
Royal Blue 


Marine Blue 
French Moss 


Araby Green 
Oriental Oxblood 


Elk 


White 
Color No. 107 
Color No. 110 
Black 


Ottawa Sides 


Gunmetal 


Partridge Prints 


Dover, No. P-51 
Broadway, No. P-52 
Spey Royal, No. P-53 
Dover, No. P-53 
Black Small Scotch 


[Turn To pace 128, PLEASE] 





BOOT AND SHOE RECORDER, March 27, 1937 





Page 128 


Eagle Calf 


Black Eagle Calf 

Bourbon Eagle Calf 
Holland Brown Eagle Calf 
Setter Brown Eagle Calf 
C-10 Whitehall Calf 

C-20 Whitehall Calf 

C-22 Alaric Calf 

C-12 Alaric Calf 

Black Alaric Calf 

Black Raven Calf 


Avenue Calf 
Black Avenue Calf 
Holland Brown Avenue Calf 
Spanish Tan Avenue Calf 
Paddock Avenue Calf 


Eagle Calf Prints 

Black Eagle Calf Spey Royal 
Scotch 

Black Eagle Calf Dover 

C-51 Eagle Calf Broadway 

C-51 Eagle Calf Yeoman 

C-52 Eagle Calf Spey Royal 
Scotch 

C-52 Eagle Calf Dover 


JOHN R. EVANS & CO. 
Ruby (Black) Glazed Kid 


Peerless Colors 


Brown, No. 101 
Brown, No. 102 
Blue, No. 121 
White 


Peerless Linings 
Grey (Light) No. 10 
Grey (Medium) No. 5 
Grey (Dark) No. 14 
Parchment 
Waterlily 
Fieldmouse 


Glazed & Dull Finish (Dawn) 


Kid 
Evanette Suede 
White 
Black 


Brown 


And Colors 


Slipper Stock 
Red 
Green 
Blue 
Gold and Silver Kid 
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WHAT THE TANNERS WILL 


FEATURE FOR FALL 


[CONTINUED FROM PAGE 126] 


THE GRIESS-PFLEGER TANNING 


COMPANY 


Lozant Russia Sides 

Lozant Patent Sides 

Lozant Sport Elk Sides 

Lozant Retan Work Shoe Sides 
Lozant Elk Work Shoe Sides 
Lozant White Buck Sides 
Lozant Calf 


GUTMANN AND COMPANY 


Smooth and Colored Sides 

Ski Grain 

Gambola 

Smooth Gambier Sides 

Boardmoor 

Duck Back Waterproof 

A Full Line of Embossed Leathers 
such as Scotch, Fife, Etc. 


L. H. HAMEL LEATHER CO. 


Line of “Nu-Process” Glazed Kid 
and Kid-Finish Lambskins. 


Kid 


Grey, No. 300 

Jade, No. 303 

Blue, No. 308 

Green, No. 309 

Pink, No. 311 

Yellow, No. 313 

Spec Grey, No. 317 
Water Lily, No. 327 
White, No. 350 
Medium Grey, No. 356 
Medium Brown, No. 357 
French Grey, No. 394 


Lambskins 


Grey, No. 100 

Jade, No. 103 

Blue, No. 108 

Green, No. 109 

Pink, No. 111 

Yellow, No. 113 
Water Lily, No. 127 
White, No. 150 
Medium Grey, No. 156 
Medium Brown, No. 157 
French Grey, No. 194 


HITEMAN LEATHER COMPANY, 


INC. 


“Ebon-Apex” — Both Bright and . 


Mat. 
“Promenade”—Colors in all lead- 
ing shades for Fall. 


“Pedigree”—A line of slipper 
leather in high colors. 

“Braeburn”—A grain for Fall in 
black and colors. 


E. HUBSCHMAN & SONS, INC. 
Calf—All new Fall shades. 


HUNT-RANKIN LEATHER CO. 


Velvetta Suede Calf 
Bucko Calf 

Glace Russia Calf 
Tailored Calf 


C. D. KEPNER LEATHER CO. 
Berkshire Calf: A quality leather for 


men’s shoes—Black and -colors. 
Berkshire Elk—Full Grain and Cor- 
rected: Used primarily on all 
types of children’s shoes, also 
men’s and women’s sport shoes. 
Swaggerbuk: In all newest shades 
for the sport and street footwear. 
Suede Splits: For Novelty Shoes. 
Patent Leather: Black, White and a 
wide range of colors. 


KORN LEATHER COMPANY 


A complete line of Suede Splits in 
Black and Seasonable colors for 
women’s novelty shoes. 

A line of Skuffie Leathers for Sport 
Shoes in Men’s, Women’s, and 
Children’s weights. 

A complete line of black smooth 
and colored side leathers in LM. 
M and HM weights. 

A complete line of Slipper Splits 
for Soles and Outside Stock. 

Also Dope Splits, Lining Splits. 
Work Shoe Splits. 


G. LEVOR & CO., INC. 


Genuine White Buck 

White Washable Kid 

White Washable Cabretta 

White Kid Suede 

“Seal-doe” in Black and Colors 


LEWIS LEATHER CO.., INC. 


Genuine White and Colored Buck- 
skin. 

The raw skins are mainly of 
Brazilian and Chinese origin. 
Genuine White Buck Splits made 
from the same raw materials. 


[Turn TO PAGE 134, PLEASE] 
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More than half a million parade Nate 
famous Boardwalk at Atlantic City on 


a clear Easter Sunday. Here, as every- 


























where else, the best dressed women 









































are wearing black patent leather shoes. — 


It’s black patent by Seton throughout 
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BOOTH 57 
LEATHER OPENING 
APRIL 5 & 6 


SA 








--- for smart spectator ‘sports 


Northwestern Russide is extremely popular because it combines much needed econ- 
omy with thoroughly satisfactory good looks. 
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1 DE 
KO- 
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NORTHWESTERN 
LEATHER 

COMPANY 

TRUST 


BOSTON 





--.- for better nurses’ shoes 


nothing equals White Elko. It can take abnormal abuse and come up looking its best. 
Nurses appreciate that. 
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The quality of Surpass Kid, glazed or suede, black or colors, 
outside or lining stock, is evident on its first entry into the shoe 
factory. lt is even more evident in the Finished Shoe in the 
retailer's window—for Surpass Kid is made to improve with work. 
ing. More than half a century of accent on production is respon- 
sible for the uniform, carefully graded excellence of this fine kid. 
Shoes of Surpass Kid ofer manufacturer, retailer and customer 


alike the standard of leather quality for every price level 


Srerpass a O. 


Executive Offices in Philadelphia. Tanneries at Philadelphia 
and Ghversville. Branch Offices in New York, Boston, Cincin- 


nati, St. Louis and Milwaukee. Agencies in London, Paris, 
Basel, Milan, Sao Paulo, Melbourne and other Foreign Cities. 
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A. C. LAWRENCE LEATHER 
COMPANY 
Calfskin 
Juniper 

Black, No. 470 

White, No. 490 

Coffee Brown, No. 412 

Caramel Brown, No. 422 

Maronna, No. 435 

Marine Blue, No. 451 

Chaudron, No. 469 

Oakbrown, No. 478 

Clangreen, No. 482 

Oriental Oxblood, No. 483 

Cinnamon Brown, No. 486 

Cubana, No. 487 

Acajou Red, No. 489 

Scone Grey, No. 491 

Paris Grey, 492 

Red Cedar, No. 473 


Nord Grain 
No. 7—Same as Juniper Colors. 
Weilda 


Black, No. 37 
Marine Blue, No. 60 
Clangreen, No. 61 
Acajou Red, No. 62 
Coffee Brown, No. 95 


Duro 
Club Tan, No. 907 
Custom Brown, No. 908 
Mallard Brown, No. 910 
Hunting Brown, No. 911 
Black, No. 470 (Juniper) 
White, No. 490 (Juniper) 


Sheepskin 

White Chevrita 

White Barilla 

Waterlily Chrome Lining, No. 151 

Grey Chrome Lining, No. 180 

Waterlily Vegetable Lining, No. 151 

Parchment Vegetable Lining, No. 
209 

Grey Vegetable Lining, No. 208 


Shoe Side Upper Leather 

Gun Metal 

Buccaneer 

Naqua 

Black and colors—Sides and Kips 
Black and colors—Veals and Kips 


Patent Leather 


Black Diamond Patent—Sides and 









WHAT THE TANNERS WILL 
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FEATURE FOR FALL 


Kips. Complete range of Fall col- 
ors including Color No. 88 Brown 
and Color No. 92 Blue. 


LORD TANNING COMPANY 

Lortan Sport Elk in full grain and 
corrected kips and in full grain 
and corrected extremes. 

Roban—smooth leather for heavy 
sport shoes and moccasins. 

Heavy Grain Leathers for men’s 
shoes, and smooth sides in black, 
white and popular colors for 
women’s shoes. 

Buck 

Patent Leather 
and colors. 

Embossed Leathers in 
grains. 

Splits—suede, shoe and 
splits in popular colors. 


McNEELY & PRICE CO. 


20th Century Black Glazed and 
Satin Mat Kid. 


MITCHELL & PEIRSON, INC. 


in black, white 
popular 


lining 


Shoe Stock Colors 


Coffee Brown 
Oak Brown 
Manoa Brown 
Kiltie Red 
Highland Blue 
Scone Grey 

Clan Green 

Light Marine Blue 
Dark Marine Blue 
Club Tan 

Black 


Lining Colors 


Parchment 
Fawn 

Grey Grebe 
Water-Lily 
Pearl Grey 
Light Grey 


Slipper Colors 


Red 

Blue 
Brown 
Green 
Burgundy 


MONARCH LEATHER COMPANY 


General Line of Fall Side Leath- 
ers Consisting of Smooth Side 
Leather Elk, both Corrected and 
Full Grain and various Grains, 
such as Scotch, ete 


[CONTINUED FROM PAGE 128] 








R. NEUMANN & COMPANY 


Genuine Ostrich 
Genuine Seal 
Benuine Buffalo 
Genuine Morocco 
Genuine Crushed Kid 
Fancy Calfskins 
Veg-Tan Jersey Calf 


NORTHWESTERN LEATHER 
COMPANY TRUST 

Deerskin 

Full Grain Elk 

Kid Sides in New Fall Colors 

Elko 

Kips 

Extreme Sides in New Fall Colors 

Sootan—Large spread Elk Sides 

Russide, Smooth Dress Sides in 
Fall Colors for Men’s Shoes. 

Also new light weight and rich 
colors for Women’s Shoes. 

Fall Grains include Algoma, Tar- 
tan, Nowesco and Brogue, and 
a complete line of lining and 
slipper splits. 


THE OHIO LEATHER COMPANY 


A complete line of Luxor Colors 
in all new Fall shades along 
with Jack Jetta for men, and 
Kafforite and Kozy Calf colors 
in the New Fall selected shades 
along with Jill Jetta for women 
and new Embossed Grain effects 
in the same Fall shades. Also 
a complete line of new shades 
of Boarded Calf Bag Leathers, 
including black for women’s 
hand-bags. 


FRED RUEPING LEATHER CO., 
INC. 


Anoka Calf 
Seminole Mellow Calf 
Anoka Veals 
Kin Kin 
Kankakee 
Sides No. 700 
Buck 
Mohawk 
Hiawatha 
Progress Grain 
Norge Grain 
Hiawatha Grain 
Nome Veal Sides 
Arctic Kip Sides 
Kent Grain Sides 
Ooze Splits 
Thornproof 

[Turn To pace 138, pLease| 










BOOT AND SHOE RECORDER, March 27, 1937 Page 135 


KANGAROO 


Wherever active 


SURPASS LEATHER 60, = 


bill. Featherlight, 
PHILADELPH lA, yet 17% stronger, 
weight for weight, 
than any other 


leather — Kangaroo 
is the ideal leather 
for MEN. Its fine, 
even grain makes a 
shoe that will take a 


NEW YORK, y, high Ragan 


manding customers 
admire the bril- 


LIEGEL EISMAN C0. == 


by their comfort 


BOSTON, MASS. and foot ease. 


When writing advertisers please mention Buvot and Shoe Recorder 
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KIDSKIN 


any Viele: 
GOLD KID 
SILVER KID 
| INVVNKae 
| AMALAC 
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Be FASHIONIR 


AMALGAMATED COLORS **A 


Fall leather colors follow the shadings of early | 


fall foliage, fruits, and the Scotch Clan Colors. 


Coronation colors reflected in the Browns, \ 


Blues, Greens and Wines for street wear, and 


the more vivid colors for resort and evening | 
wear. A\ll colors available in Kidskin, Char- 
mOoz, Amalco and Amalac. Gold or Silver ; 
Kid for allover shoes or Pipings. f 

/ 


Genuine Reptiles—ask to see the new lacquered 


Aersnakes in sparkling surface effects. 
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WRIGHT with 


AMALGAMATED WHITE 


In placing your order for White Kid leathers, 


remember that Amalgamated is the originator 


and creator of White Glazed Kid, Buckid and 
White Charmooz. 


The high prestige of Amalgamated White Glazed 
Kid is internationally recognized because of an 


exclusive tannage that insures— 


A White Kid Shoe that is beautiful in appearance 
A White Kid Shoe that looks new for a long time 
A White Kid Shoe that withstands a lot of wear. 


AMALGAMATED LEATHER COMPANIES, Inc. 
WILMINGTON, DELAWARE 84 GOLD ST., NEW YORK 


x 


VISIT 


BOOTH 40 


AT THE 
WALDORF-ASTORIA 
APRIL 5-6th 


* 


Admission by invitation only, 
throughout April 5th and on the 
morning of the 6th to manufacturers, 
jobbers and retailers of shoes, hand- 
bags, and other leather goods. Ap- 
plications for card of admission 
should be sent to 


Tanners’ Council of America, 


100 Gold Street, New York Citv 
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WHAT THE TANNERS WILL 
FEATURE FOR FALL 


[CONTINUED FROM PAGE 134] 


SETON LEATHER COMPANY 
Patent Leather in Black and all 
favorite colors. 

White Buck Sides. 
SURPASS LEATHER COMPANY 
Black, Brown, Blue Glazed Kid 
Glazed Kangaroo in Black 
Colored Kid Linings 

Black and Brown Suede Kid 


ALBERT TROSTEL & SONS 
COMPANY 
Nubian Calf—Black calf in 
weights 


Fairfax 
a | Men’s Colored Calf 


all 


Esquire 
Trostan } 
Trosco | 


Mellotan—Women’s 
ored Calf 


Pochett 
cot Handbag Leathers 


Women’s Colored Calf 
Unlined Col- 


WINSLOW BROS. & SMITH CO. 


Novelty Leathers—for shoe and slip- 
per uppers 


Shoe Linings—both chrome and 
vegetable tannage—in all popu- 
lar colors and white. 

Garment Leathers—in smooth and 
embossed grain finishes and 
suedes. 

Glove Leather—in 
shades. 

Colored Suedes—for belt and nov- 
elty work. 

Embossed Grains—for bags and 
leather novelties. 
Shearlings—in bark 

tannages. 


RICHARD YOUNG COMPANY 
RYCHROME LAMBS In All Pre- 


vailing Colors. 
White Buck Finish Kangaroo 
Genuine White Buckskins 
Glazed Black Horsehides 
Black and Colored Cowsides 


all popular 


and alum 





Fall and Winter Shoe Styles 
In the Making 


[CONTINUED FROM PAGE 103] 


wheels; who by their best experience 
have demonstrated their ability to 
sense what the public will want six 
months hence. These are the men and 
women who start the cycle of style. 
One famous “First” thinks nothing of 
taking an aeroplane to New York, ar- 
riving Monday, flying to Miami on 
Tuesday, to Los Angeles on Thursday 
and reporting back to his office the fol- 
lowing Monday morning. The day fol- 
lowing the Style Conference he will 
sail for Paris, all for the purpose of 
collecting fashion information for his 
retail stores, which he transmits to 
manufacturers and supply sources so 
that cooperatively all of them together 
can create footwear that has a beauty 
and an interest that will appeal to the 
public next Fall and Winter. 


To Influence Styles Everywhere 


And be it also known, the results of 
the Style Conference and the leather 
approvals made during the week of 
April 4 will be known the world over 
and will help get more shoes sold right 
in every country in the world that: looks 
to America for the smartness that 
comes in shoes. 


The Waldorf meeting not only “starts 
the styles” but speeds the styling for 
a new and better shoe season—Fall 
and Winter, 1937-38. 


Additional Exhibitors 
Announced 


As this issue of the Boot AND SHOE 
RECORDER goes to press, announcement 
is made that the following tanners, in 
addition to those listed on pages 120 
and 121, will show their Fall lines at 
the Leather Show, Waldorf-Astoria 
Hotel, New York, April 5 and 6: 

N. Brezner & Co., Inc., Boston, 
Mass.; Essex Tanning Co., Peabody, 
Mass.; Thomas B. Harvey Leather Co., 
Philadelphia, Pa. 


We Give Credit 


Photographs reproduced on front 
cover of this Leather Section are by 
courtesy of John R. Evans & Co. and 
Tanners Council of America. 


A New Shoe for Summer 
Promotion. 
[CONTINUED FROM PAGE 118] 


We illustrate a shoe that looks very 
much like that fresh approach. It is 
distinctly an American shoe, being 
unconnected with any foreign pattern, 
rugged, substantial—a real “slack” 
shoe for outdoor wear with rough 
tweeds, old corduroys and a sweater. 
It’s just the right type of ‘shoe for 
the country. The color is a natural 
saddle tone—because it is made from 
real saddle leather and it should 
wear beautifully and color up like a 
meerschaum pipe with age and pol- 
ish. It’s over a long, slim boot last 
and as for pattern, it’s about as far in 
the opposite direction from the Nor- 
wegian sort of thing as a pattern can 
go. It has many of the horsey lines of 
a jodhpur, a pattern which has a defi- 
nite place in casual sport shoes. The 
leather thong used for lacing, while 
reminiscent of the moccasin, also gives 
the shoe an added cowboy touch. The 
welted heel seat gives it a still further 
boot detail. It is entirely without lining, 
counters or box toe. Needless to say, if 
you examine the photograph, it is an 
exceptional fitter and there need be no 
auestion about its staying on the foot. 
Certainly it represents a type for which 
there is a real promotional place since 
it has the same sort of appeal that 
made the Jai-Alai such a winner and 
earned immediate acceptance for the 
Norwegian peasant shoe. 


New Store in Dayton 


DaYTON, OHI0O—The Gilbert Shoe 
Company, of Columbus, has opened a 
new store at 119 East Fifth Street, 
here, with Robert Tuit, general man- 
ager, and Paul Josephson, assistant 
general manager. The firm is occupy- 
ing 14,000 square feet, with an addi- 
tional 14,000 square feet on the floor 
above ready for use when needed. 

The company opened a new store at 
Main and Center Streets in Springfield, 
a week previous, and is planning to 
open another unit in Cincinnati in the 
near future. Louis Wilson, former base- 
ment shoe department buyer at Elder 
& Johnson Company, this city, has been 
named general supervisor of the com- 
pany’s stores. 


Ross Opens Second Store 


DAYTON, OHI0O—Milton Ross, who 
has been associated with the shoe re- 
building business for the past 10 years 
and who opened his own business eight 
months ago at 36 West Second Street, 
opposite Rike-Kumler’s department 
store, has opened his second store at 
215 North Main Street, opposite the 
Dayton-Biltmore Hotel. 

Mr. Ross is well known among Day- 
ton shoe retailers and has been a 
frequent visitor at meetings of the 
Dayton Shoe Retailers Club. 
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CAUSE hs Ent 


| Wal hes nude KAU STEN-IKS 





Brown Calf Overlay Plug 
Oxford with Genuine 


White Pigskin Trim. 


342 to 9 AAA to C. 83.95 


Samein All Brown . 33.8: 





Conspicuous for high value among those who sell and wear 
them, Kali-sten-iks have definitely established themselves. 
First to develop and successfully produce the patented bulb 
shape seamless back, Kali-sten-iks embody these other out- 
standing merchandising features: nailless heels, three point 
suspension, seamless tongue and vamp. Every Kali-sten-iks 
merchant knows that this line is his Capital Asset. Every 
woman or girl who has worn them knows that Kali-sten-iks 
have everything. Smart Style combined with the features 
that keep good feet healthy. 


The Gilbert Shoe Co. 


THIENS VILLE, WISCONSIN 
New York: 541 Marbridge Bldg. Los Angeles: Hayward Hotel 


RDER, published every Saturday by Chilton Company (Inc.), Publication office, Chestnut and 56th Sts., Philadelphia, Pa. Editorial 
New York, N. ¥. Entered as second class matter November 23, 1932, at the Post Office in Philadelphia under Act of March 3, 1879. 
Subscription price $3.00 per year. Printed ir U. 8. A. 
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We're All PUFFED UP About 


BYZANTINE KID... 


Byzantine craftsmanship in leather, fabrics and jewels 
set a precedent for the ancient world. Byzantine Kid, 
product of modern ingenuity, introduces a new theme of 
leather treatment. Developed of New Castle's exqui- 
sitely supple kidskins, it is softly quilted for texture inter- 
est, and completely self sufficient in decorative value. 


Byzantine Kid, originated by Seymour Troy, of 
New Castle's Shadow Kid, will be displayed in booth r 
32, April 5th and 6th, at the Official opening of 
American Leathers at the Waldorf-Astoria. Shoe 
illustrated is shown by courtesy of Saks-Fifth Avenue. 


. New Crstle CT sii 
Allled Kid Creshenw 
100 Ss old A, New DYork 
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Rain, the great enemy of shoes, usually arrives 
when unexpected. Strong counters, Spaulding 
Counters, can stand the toughest assignment that 
moisture gives. Their long-fibre hemp and 
flax construction, their extra weight and fine fit 
give them resistance. Resistance that enables 
shoes to retain shape with arrow-straight back- 


seams and proud, upstanding quarters. Spauld- 


ing Counters strength, combined with the better 


NO OTHER PART OF THE SHOE MEANS SO MUCH... 


fit obtained by making counters for the indi- 
vidual lasts, are the qualities that make shoes 
able to laugh at sudden showers. Dismiss all 
counter and quarter trouble from your mind 


by specifying Spaulding Counters. 


SPAULDING 


Counters 


“Wade i» North Rochester, N. H. 


- AND COSTS SO LITTLE 





BOOT AND SHOE RECORDER, April 3, £937 


- 


3230—Girls' White Elk U Throat 


Oxford, square nickel eyelets, oak 
sole, 10/8 Leather Heel. McKay. 
Sizes 2/9 ...........$1.324 


3527—-Girls' White Side Oxford. 
Brown snap-on kiltie tongue and 


quarter trim. Cempro Welt. 
Sizes. 345/8:. . . oois 


3528—Same in Misses with 8/8 
2307—Girls' White Bal Oxford, Leather Heel. Sizes 12!/2/3.$1.30 


Brown quarter panel, crepe sole, 
anti trip heel. Goodyeer Welt. 3525—In all over White. Sizes 


Sizes 3/9, Widths A, B,C...$2.00 = 422 vcr strstr estes 


2311—Same in all over White 3526—In all over White. Sizes 
Buck. DLS SRE ETE a AR ea $1.30 





Py?) 7 % 


EN UL. -JOHNSONI]# 
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YOUTH IN THE SPRINGTIME 
Endicott Johnson Styles At Their Best! 












Styled and made especially for the modern American 
girl—the girl whose Spring and Summer hours are 





spent in active play and sport. 





The footwear that these girls select must conform to the , 
fashion trend, they must retain their shape and look 
good even after hard wear, and they must be priced to 
meet the average schoolgirl’s budget. That's why 
Endicott Johnson’s line of Whites in Oxfords and Monk 
types is a leading seller in the country today. 











These smart and practical styles will attract every 





young girl in your neighborhood. 







Order this line at once from Endicott Johnson’s 
In-Stock Department. 








1434—Girls’s White Oxford, 1612—Girls’ White Side Monk 













White Patent snap-on kiltie Side Strap, 11/8 Leather Heel. 
tongue, rubber sole, 11/8 rubber Cempro Welt. Sizes 3/9.$1.45 
tap heel. McKay. Sizes 2!/2/9. 

$1.30 2310—Girls' White Side Blucher 

Oxford, Brown snap-on kiltie 

1587—Girls’ White Side Two tongue, crepe sole, anti trip heel. yy ys. Agee 
Buckle Oxford, 11/8 Leather Goodyear Welt. Sizes 3/9, : iw gan sees? 
Heel. Cempro Welt. Sizes 3/9. Widths A, B,C ......... .$2.00 # ie 

$1.45 2309—Same in all over White 









Sees Se eee ss sO 






1591—Girls' White Side Monk 


Side Strap, round nickel eyelets, 
Patent vamp lacing, | 1/8 Leather 


Heel. Cempro Welt. Sizes 3/9. 
$1.45 










|JENDICOTT, NY. SEs38% 9 


GINGER 


GINGER — in stock at Hannahsons 


R 2327 White Kid . . . AA &B only, $2.10 
R 2329 covomal wuite parent AA & B only, 2.10 
R 2331 CoLomaAL RED PATENT . AA & B only, 2.10 
R 2333 coromat sive parent. AA & B only, 2.10 
33 Last, Round Toe, 16/8 Cuban Heel. 
All above also in stock with 21/8 Continental Heel. 
Send to Hannahsons for a complete Summer Bulletin. 


~ 
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Here are just two of Hannahsons’ 
new spring line of Colonia] Patent 
sandals. In white and colors. 


Hannahsons, you know, have an 
entire factory producing shoes for 
the largest in-stock sandal depart- 
ment in the country. Naturally 
they find it worth while to con- 
sult Colonial, early and often. 


RAE —in stock at Hannahsons 


R 2313 White Kid . . . AA &B only, $2.35 
R 2317 cocoma waite patent AA & B only, 2.35 
R 2319 COLOMAL BLUE PATENT. AA & B only, 2.35 
R 2321 cocoma rep patent . AA & B only, 2.35 
R 5513 White Linen. . . AA & B only, 2.00 


33 Last, Round Toe, 16/8 Cuban Heel. White Linen and 
White Kid are also in stock with 21/8 Continental Heel. 


COLONIAL 





of HAVERHILL, Mass. 


Ir takes an exceptional piece of leather to make cut-outs 
like these look their best. Colonial Colored Patent gives 
them just what they need: glowing color and a flawless, 
brilliant finish, so that they are not only serviceable but 
rich looking as well. 

“Keep those Colonial numbers coming,” salesmen write. 
rhe results are being rung up in profit- 
able sales in shoe stores all over the 
country every day in the week. 

And so we say again, “It’s a good com- 


mon-sense idea to consult Colonial.” 


COLONIAL TANNING CO., BOSTON, MASS. 


ee LEE UELE SN 


THE BF cron LEATHER SHOES 





~ 


Page 8 BOOT AND SHOE RECORDER, April 3, 1937 


White Shue Parade leads tp 


STAR BRAND SHOES 


As WHITE zooms into first place in 
popularity, thousands of men, women 
and children visit their favorite dealer 
for Star Brands. There they find the 
styles and values they want at prices 
they won’t mind paying. Star Brand 
WHITES are stocked in up-to-the- 
minute styles in each grade and price 
range. Feature Star Brands...make 
this season’s white shoe parade pay 
you real dividends. 








Star Brand Whites are Right 
3 styles shown... hundreds in stock. 
Call for our representative. 














ROBERTS , JOHNSON ¢ RAND 


ro Ps OO) G8 ne PAG LOD 
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The Cillure of Single Sole Shoes 


Just look at a Compo Single-Sole Shoe. 
That’s all that women do when they are 


first won over by their beauty. The first, 4 Shoes by 
git PALTER DELISO 


A" 
» © 


and lasting impression, is one of delight at 
the neat, trim lines—daintiness, lightness. 
Then look at a pair once more, after they 
have been worn. Still neat and trim. The 
soles forever smooth. Then ask any woman 
what she thinks of shoes that have the fine 
spirit of style combined with a comfortable, 
glove-like fit. Ask her about flexibility and 
all around satisfaction. If you do ask—you 
will know why the sale of Compo Single- 
Sole Shoes is constantly increasing with 
every season. Compo Shoe Machinery 
Corporation, Boston, Massachusetts. 


Gme() 


SINGLE SOLE SHOES 


A cemented shoe is only as good as the cement which holds it 
together. Be sure your shoes are bonded with Compo Cement 
formulated exclusively for Compo Shoes by thedu Pont Company. 








~ 





1937 


BOOT AND SHOE RECORDER, April 3, 














MANAGEMENT: 










a. 
DOMINICK CALDERAZZO, 
president 


Acting as chief in charge of 
production, Dominick Cal- 
derazzo has won the admira- 
tion of exponents of scientific 
management of shoe-making 
plants. 










ROBERT FREDERICK, 
secretary-treasurer. 





Robert Frederick, well known 
in the shoe industry for his 
merchandising capabilities, 
heads the sivkeg and selling 
forces. 












address 


all inquiries 





ANNOUNCING 


THE FORMATION 
OF THE 














| 
| 





EASTERN FOOTWEAR CORPORATION 


Du increasing demand for Dainty Maid 
Slippers and Sandals has made this move nec- 
essary. Because Dainty Maid products have 
been meeting with unprecedented approval, 


manufacturing units in Dolgeville, New York, 


have been added to the present production 





facilities in Brooklyn, N. Y. The Dolgeville 
plant will manufacture Dainty Maid slippers 
exclusively. The Brooklyn plant will produce 


women’s novelty shoes and sandals. 


Both Manufacturing Units Are Now 
Operating As The 


EASTERN FOOTWEAR CORPORATION 






EASTERN FOOTWEAR CORPORATION 
68 THIRTY-FOURTH STREET 
BROOKLYN, NEW YORK 














to the 
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BARNET SUEDE 

















Booth No. 64 When the SHOE MANUFACTURER tells the 
Waldorf-Astoria SHOE RETAILER 


“| am using BARNET SUEDE" 


there is created a feeling of quiet confidence. 


J. S$. BARNET & SONS, INC. 


75 South St., Boston * 1133 Broadway, N. Y. x Tanneries: Lynn, Mass. 





» 
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In Stock 


THE GARFIELD: S-701; a Flarewedge model in genuine white buck 


CAN THE BEST BE BETTERED? 


For many years the men of America have indicated by their patron- 
age their belief that Florsheims are the finest shoes in the high-grade 
field . . . this is evidenced by the fact that they have made Florsheim 
the largest maker of quality shoes in the world. Yet this success has 
not caused Florsheim to be self-satisfied . . . indeed quite the contrary 
... it imposed on us an obligation. That’s why Florsheim has kept on 
improving the previous best... has each succeeding year pioneered 
and sponsored new methods of construction . . . are, in fact, making to- 


day better shoes than at any time in our nearly fifty years of existence. 


THE FLORSHEIM SHOE 


THE FLORSHEIM SHOE COMPANY @ Manufacturers @ CHICAGO 





